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Greatest Sports Shoe Season 


Youth is Footwear--Minded 
and -WMust be Summer-Shod 


in America. 


OUTH is footwear 
minded—more so perhaps 


than anybody else. There 
is a definite hook-up this sum- 
mer with this new sports age 
of youth. America may never 
go the distance of the youth of 
Germany. This year hundreds 
of thousands of walkers will be 
seen in all of the rural sections, 
for the open road in Germany 
is now almost a_ universal 
mania. For pedestrians alone, 3200 inns will provide 
shelter for young wanderers this summer. 

Last year 3,000,000 lodgings were provided, 1,000,000 
for girls. This year the total is expected to be much 
higher. A charge of only six cents is made for a night’s 
lodging, for the pedestrians make their own beds, pro- 
vide and cook their own food, and look after themselves. 
Tobacco and alcohol are prohibited in these inns. 

The youth of Germany have been taught this summer 
that walks over long distances keep them physically fit 
and nature conscious. The German youth, though less 
proficient than other nations in sports, is hardier and 
happier, because of its wanderlust. 

The hook-up of shoes with this outdoor sports stsmmer 
is remarkable to note. Last week at the Joint Styles 


bands. 


youth. 


‘Conference, even though the predictions were for Fall 


and Winter, second place was given to moccasins, a com- 
plete new division in juvenile footwear, not common to 
other reports. Naturally oxfords lead, with a return of 
the plain toe, which also indicated a walking. period. 


NEW spirit of youth is developing 
The boys and girls of 
this age are keeping pace with its progress. 
There are five hundred thousand boys al- 
ready enrolled for study of flying, building 
miniature airplanes powered by rubber 
Huncreds of thousands of boy 
scouts, camp .fire girls and junior athletes 
are in process of development. 
Sports have become the very emblem of 


It is a strange style fact that 
the appreciation of the moccasin, 
whether a true moccasin, with 
the upper surrounding the foot, 
or a moccasin effect, with its 
pattern in moccasin line, ‘that 
this shoe owes its new style in- 
terest to the fact that it has 
been universally adopted in 
Europe as a walking type. A 
boy, girl, or adult, wearing a 
moccasin type shoe, is instantly 
labeled as a pedestrian, and not just a casual user of feet. 


Outdoor 


N vacation footwear alone, the merchants of America 
have their greatest opportunity in the elk leathers and 
boarded leathers of tan and smoke, a pattern for mid- 
summer wear in colors and combinations of colors, as 
well as the blacks and tans. A right sport last for grow- 
ing girls and young women is gradually being developed. 
The problem of a low heeled shoe for growing girls 
and women for sports wear is most difficult. The shank 
must do quite a job to hold up the arch of the foot, 
which has been wearing 16/8 or higher heels. The in- 
step must be built snug enough to prevent the foot from 
sliding forward. The right toe spring must be put in 
the forepart to check the forward thrust of the foot. 

In the weights of upper leathers needed for these 
sport type shoes there is a field of interest to tanners, 
for more area of leather is needed. The sports oxford 
for boys and girls can carry soles of leather, composi- 
tion or rubber, with regular or spring heels. 











CustoMER: “Let me see that new shoe in the window.” 

FLoorMaN : “Which new shoe sir?” 

CusTtoMEeR: “You ought to know what new shoe is in 
the window. I’ve bought everything else you have, and 
I want that new one that was put in today.” 


* % * 


ATHER around little children and hear the tale of 

the man who makes men buy two pairs of shoes 
where only one was bought before and makes them like 
it, too. 

When one mentions the name of A. B. Young, it is 
not necessary to tack on “of Los Angeles.” You shoe- 
men know him as a good merchant, a keen stylist and a 
good worker at conventions, but how many ever heard 
him tell of how he happened to formulate his store 
policy? A. B. is not given to boast- 
ing or even talking about himself, so 
consider the following in the nature 
of a friendly chat. 

“There is not much in the ordinary 
men’s shoe game today, but I get a 
lot of kick out of it by promoting un- 
usual things in an unusual way. I 
look back to the time when I was a 
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Below is the five-page folder used 
with telling effectiveness by Mr. 
Young. They go out in all pack- 
ages during February and March. 
On the opposite page is shown a 
group of salesmen as they appear 
for work in th estore during sport 
shoe season. At the bottom of the 
page is a typical sport shoe 
window 


May 18, 1929 


ellin 


A. B. Young of Los 
Angeles Tells How He 
Lures Men Into Two- 
Pair Sales—And Makes 
Them Like It 


youngster with little money to spend and had a failing 
for ties. Ties then cost only twenty-five and fifty cents, 
so even in my poverty, I would go without meals to have 
ties and would accumulate enough to start a tie shop. 

“Later on, going into the shoe business, it with a 
belief that every young man has a failing for some 
article of wearing apparel, such as ties, sweaters or shoes. 
It seemed that a large class must have a yearning for 
shoes, and that was the class I decided to go after. A 
close study of our present trade convinces me that a 
large percentage of our customers do not wear out shoes 
or anywhere near it. They just have a failing for shoes 
today, as I had for ties when I was a kid. 

“By specializing highly, we have developed a class 
of young men who will accept any new style from us as 
fast as it is offered. We are always 
playing something new in a large 
way, preferably on sport shoes or 
sandals. Plans were made at the 
close of last year’s Summer business 
as to just exactly what we would do 
for this year. We felt that we could 
put over sport shoes in a big way. 
To do this, we must have the shoes 
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Sport Shoes £1ON 


By Harry R. Terhune 


Field Editor 


in the right styles and the 
right volume. When it came 
around to March 1, 25 per 
cent of our entire men’s in- 
vestment lay in sport shoes and 
sandals.” 

(By the way—the Young 
stores are credited with selling 
more men’s sandals than any 
other in the country.) 

“Simply having a big bunch 
of shoes does not mean that 





ling these shoes are going to walk 
nts, right out of the store, even 
have though they are just what the 
hop. young fellows want. A cer- 
th a tain amount of publicity or 
ome plain bally-hoo is needed to 
10€s. sink the thought of the desira- 
for bility of sport shoes deep 
A enough into the minds of the 
at a men to cause them to blossom 
hoes out in a new pair. 
hoes “Four lines of attack’ are 
_ made on our customers. 
i os “Window displays — which 
- in most cases run as high as 
arge 50 per cent sport shoes. 
a : pee8 by) “Newspaper advertising— 
the tf eg OF \ We are in The Times each 
_ ; aE Wednesday, The Herald, 


Thursday and The Examiner 
and Express, Fridays with 
way. ; : strong copy. | . 
ee: ee ae : ‘Interior display—practical- 
ly all shoes in the interior 


1 do 
ould 


cases, shadow boxes and those 
shoes purposely left around in 
the chairs and on the floor, are 
of the sport variety. 

“A variation of the advertis- 
ing is the use of a small five- 
page folder, which folds to 
about one newspaper column 
wide and two inches deep. 
These are inserted in all pack- 
ages during February and 
March. Then, as the season 



























36 BOOT AND SHOE RECORDER 


advances and sport sales increase, 
they are given only to those cus- 
tomers buying plain shoes. In this 
way, the store is paving the way in 
advance of the season to get the 
trade in a mood to accept sport shoes 
when the proper time comes. Every 
day one of these new shoes is re- 
produced on the sport pages of the 
newspapers. Again, these same ads 
are thrown up ten times this size and 
used for window cards. 

“One cannot repeat the same stuff 
twice as the element of surprise 
must enter to have it effective. The 
fellows who follow a style after 
another store has exploited it are 
just too late. 

“Next year’s sport campaign is 
practically all planned out now, both 
as to shoe styles and to publicity 
methods. Of course we are fortu- 
nate to be operating in a town where 
very little bad weather is experi- 
enced at any time of the year. This 
gives us a good, long, active sport 
season. 

“There is no fundamental differ- 
ence between this campaign and 
ones in which we first introduced 
broad toes, alligators, etc. 

“Then, as we always do when pro- 
moting something new, all the sales- 
men wear sport clothes and sport 
shoes in the store. The clothes are 
not uniforms by any means, as the 
boys pick out their own clothes and 
shoes to go with them. The thought 
behind this is that with a large in- 
vestment, we must popularize the 


styles. And what better way is there than by having 
our Own men wearing them. All the boys buy their 
clothes from one house, so a wide variety of styles is 
Shoes are carefully selected 
to go with the clothes. As it is, the salesforce represents 
a continuous practical style show that actually convinces 


seen on our selling floor. 


mine stores 








BUY °EM Now 
at Sport Shoe Headquarters 
The biggest Showing in 





America to choose from 
Save'210°4 Save'210*4 
Every sew smart Every new, smart 
sport shoe style — WOVEN SANDAL 


black and white — 
brown and white - 
all white. Quality 
you would pay half 


style — black and 
white — light brown 
and dark brown—all 
white — all brown. 
Young's imported 








again as much for 
elsewhere. Make 
your selection early 
while the sizes are 
still complete. 


ee i, 


FOR J 1s) 
426 So. Broadway 
514 Se. Broadway 
296 W. Fourth St. 10Pine Ave.,Long Beach 452 W. Eighth Se. 
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Sample of typical sport shoe newspaper 
advertising done by A. B. Young. The 
sport pages are used, of course. At 
the bottom of the page is shown the 
reverse side of the folder picturza on 


the first page of this arti-!e. 


terse observation: 
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a customer that he should own one 
or more pairs of sports shoes. 

“Very few shoe merchants would 
believe how our double-header sales 
have increased since the boys started 
to wear their sport clothes. Then 
the number of men who just can’t 
afford to buy more than one pair of 
shoes at a time will come back in- 
side of a couple of weeks for their 
second pair of sport shoes. They 
wouldn’t have been sport shoe 
minded if we had not put it into 
their minds through the four previ- 
ously mentioned methods. 

“In March, which was somewhat 
cold for Los Angeles, a very sub- 
stantial increase in sport shoe sales 
was made. In fact, 15 per cent of 
all our men’s shoe sales during 
March were shoes of this classifica- 
tion. April the percentage ran to 
30 per cent of the total pairage, 
while we anticipate May will go a 
strong 60 per cent. ° 

“The reason that we are so anxi- 
ous to sell sport shoes is that they 
are strictly a one-season shoe, also 
because they are a two pair Spring 
and Summer proposition. The trade 
must come back early in the Fall for 
séeasonable shoes. Then we will be 
able to feed them something now 
and fast once more. 

“It is surprising the amount of 
wear a conservative man gets out 
of a medium grade shoe such as we 
sell. Realizing this, we are simply 
forced to inject the style element 
and to emphasize that phase rather 


than the long wear argument.” 
Boiled down, the Young creed resolves itself into this 


“If one wants to put over smart shoes, one must eat. 
drink and sleep smart shoes. 


Merchandise, the merchan- 


dise as it was bought to be merchandised.” 


gs 


For i iM EN 
mine stores 
















Oth 
gi 
Oth 


Other 
Receiy 





May 18, 1929 


BOOT AND SHOE RECORDER 


N ew Fvidence Discovered 


Actual Production In 1927, 23,461,000 Pairs of Shoes More Than 
Previous Totals 


1928, of boots and shoes, other than rubber, show 

a total volume of shoes made of 367,067,065 
pairs, as against what was thought to be the official 
figures for the year of 343,605,905 pairs. 

The final figures as given by us herewith, are the 
product of the Census Department, under the ruling of 
Congress that actual census of manufacture is to be 
taken every two years. It is necessary for industry, 
therefore, to consider the monthly figures as obtained 
from the Department of Commerce as merely approxi- 
mates covering probably 95 per cent of the total output 
of footwear, other than rubber. 

In further explanation, the monthly figures show a 
variation each month on the number of factories~ re- 
porting. For example: the monthly estimates were made 
on production figures received from 1079 manufacturers, 
representing 1227 factories. The biennial census report 
for 1927, however, was compiled from returns made 
from 1357 factories. 

The monthly reports are compiled and published more 
for the purpose of indicating the trend in shoe manu- 
facture than for the purpose of showing total produc- 
tion. When it is considered that the data must be 
collected, compiled and prepared for publication month- 
ly within as short a time as possible from the close of 


T= biennial census of manufacturers, taken in 


the month covered, it is obvious that it would be im- 
possible to cover 100 per cent of the industry, and yet 
make that report timely. 

The biennial census reports (figures shown on this 
page), on the other hand, do cover the entire industry 
and the classification of Welt, McKay, Turn, Wooden 
and metal fastened and Stitchdown are remarkably 
significant. 

Of the 1357 establishments reporting for 1927, 469 
were located in Massachusetts, 318 in New York, 107 
in Pennsylvania, 68 in Missouri, 63 in New Hampshire, 
63 in Wisconsin, 57 in Illinois, 48 in Ohio, 44 in Maine, 
17 in New Jersey, 16 in Maryland, 11 in Minnesota, 10 
in California, 10 in Michigan, 9 in Washington, 6 in 
Kentucky, 5 in Iowa, 5 in Kansas, 5 in Tennessee, and 
the remaining 26 in 12 other States. In 1925 the indus- 
try was represented by 1460 establishments, the decrease 
to 1357 in 1927 being the net result of losses and gains. 
Of the establishments lost, some went out of business 
prior to 1927, some were idle throughout the year, some 
reported commodities other than boots and shoes as 
their principal products in 1927 and were therefore trans- 
ferred to the appropriate industries. 

If rubber, tennis and extra footwear is figured into 


the pairage per year—are we not pretty close to four 
pairs per person per year? 


PRODUCTS, BY KIND, QUALITY, AND VALUE IN 1927 





Number of Pairs, By Method of Construction | 


Total 








KIND 


WELTED McKAY 


Number 
of pairs 


Wood or metal 


fastened Value 


Stitch-down | 


Turned 





$944,714,463 








roduct 


Aggregate value, all 
other yee be total 


Boots shoes, * > 
and 
Men’s (hi 

3” 
leather 

Women’s (high and low cut, leather).. 

Misses’ and children’s (high and low cut, oneean 

Infants’ (high and low cut, leather) 2,097,305 2,138,478 

Athletic and sporting shoes (eather), tota 426,619 878,060 

Men’s 238,025 822,010 

188,594 56,050 

471,976 3,811,820 

91,178 


9,192 
462,784 3,720,642 
5,658,994 


170,093 
42,109 991,657 
60,984 1,201,662 
3, teoy 675 
835,628 
2,630,047 


112,339,827 
106,680,833 
3,559,380 


3,668,460 
74,724,090 


17,900,545 


123,565,686 
123,395,593 
71,201,494 


10,597,386 
29,815,364 


at 
Slip for house other than all 
ee wear ( n 





931,523,722 
892,875,042 
298,683,879 


60,810,145 
394,327,726 


89,499,333 
25,335,2 


43,973,911 367,067,065 
35,114,021 325,611,282 
748 93,012,560 


26,914,871 
123,516,708 


51,386,467 
24,101,295 


51,671,421 
32,798,712 
314,347 


541,576 
14,849,082 


5,693,773 
0,364,5 


28,694,779 
27,622,123 
15,767,591 2,169 


10,905,227 1,202,222 
863,757 3,264,415 


49,829 18,956,871 
1,735 9,499,238 

3 11,527 
8,639 


20,059,069 

229,412 
19,829,657 
30,562,485 


6,583,101 
7,958,036 
16,021,348 
4,252,314 


11,769,034 
8,086,195 


2,888 
10,000 
10,000 
8,859,890 
1,687,840 
1,692,913 
5,479,137 


1,250,735 
4,228,402 


948, 464 


34, 634, 342 
5,023,013 
7,917,593 

21,693,736 
4,833,715 


16,860,021 
6,821,441 


18,872,709 1,073,686 
2,301,407 
4,962,034 

11,609,268 


2,424,188 
9,185,080 


1,072,656 
268,164 
804,492 
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Split the Case 


OMMON sense should have checked, discounted 

and branded as impossible the report that Presi- 
dent Hoover had personally intervened to place shoes 
and leather on the free list. The White House was 
embarrassed to the extent of issuing a statement that 
at no time has the President sent such a message to the 
Ways and Means Committee. 

Industry itself was placed in the wrong light, not only 
in legislative halls, but before the American public, when 
it challenged the President. Our personal experience 
over seven years of editorial conferences makes us aware 
of how sensitive the President is to untruthful per- 
sonal attack. When the White House issued its state- 
ment, it was in the nature of a rebuke to a number of 
“hot heads” who spoke before they knew. 

Every shoe and leather man in America now feels the 
embarrassment of the situation carrying unwarranted 
criticism right into the White House. 

The battle of a tariff on hides and a tariff on leather 
must be fought on facts and not opinion. Even ques- 
tions of political status have nothing to do with the case. 

The industry must realize that there is a great division 
of opinion within the industry itself on the subject of the 
tariff. Nationally the paramount interest is retaining 
hides on the free list. . This is a victory in part. It re- 
mains to be seen whether opening the case “free hides 
and a duty on shoes and leather” will not injure the 
possibilities of retaining the free hides section. If we 
are in for a period of political barter, we can expect the 
farm and cattle people to insist on a duty on hides, if 
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the hide subject is to be reopened for consideration. 
The proper thing to do now is to separate the two 
divisions so that they in no way reappear together again. 
Let no one speakér talk on both subjects at once. 
Insofar as raw hides and skins are concerned, let’s do 
all in our power to have the situation remain as is. 


There is a fighting chance of a duty on finished 
leather. A representation of the case of the calfskin 
tanners is to be expected. More facts must be brought 
in. We suggest a showing of the actual condition of 
that industry, the number of concerns that were in 
good financial condition ten years ago, in contrast 
to the present condition of those same concerns, as 
well as the very low positien of the industry as a 
whole. This division has, in justice, a claim that can 
not be lightly passed over. 


Frankly, on shoes the present proportion between 
imports and American production is not over-convinc- 
ing to economists and Congressmen, but the rate of 
increase of imports is of major concern. In all prob- 
ability another tariff revision will not appear in its cycle 
for eight years. In that period of eight years there is 
a positive gioomy future picture to be painted. Any 
duty, no matter how small would be better than none 
at all—for free schedules cannot be transferred to duti- 
able without direct action of Congress—while dutiable 
items can be increased later if conditions warrant. 

This country will be deluged with shoes made abroad, 
not only in Europe, but in China and Japan. One of 
the easiest targets that the foreign shoe manufacturer 
has to hit at is the soft American market, where a 
better price per pair is paid than anywhere else in the 
world. 

There is great justice in the need for some measure of 
tariff control upon shoes and leather, and as we have 
said before, some flexible means of giving protection 
when it is needed and to the division of our trade where 
it is needed most. 

But as the situation stands today, the shoe trade is in 
a most uncomfortable position. 

The pity of it is that the industry is not in accord on 
the subject of the tariff. It has a sharp variance of 
opinion—East and West. Tariff is needed by part of 
the industry if that group is to survive. It is perhaps 
the most uncomfortable economic situation in the his- 
tory of our industry, and unfortunately the condition 
looks blackest now. 

Whether the sub-committee was in agreement with the 
principle of a tariff on shoes and leather or not, whether 
the Ways and Means Committee in its major meeting, 
discarded the entire evidence of our industry, is beside 
the point. 

The issue, as it now stands, is one wherein the best 
thought of our trade must be applied to presenting a 
case carrying conviction to the lawmakers in Congress. 

We must make our split case—free hides—duty on 
shoes and leather—clear to the American public, and to 
Congress. 
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In the Pictures 


A GREAT subtle influence, through the use of pic- 
tures, has been instrumental in the creation of a 
new industry. Have you noticed in all of the roto- 
gravure papers the predominance of sea pictures? 
Pick up any Sunday paper, or any magazine that is 
principaily pictorial, and you get the call of the sea in 
pictures of old clipper ships, new cabin cruisers, bathing 
girls and surf riders. 

The boat building industry has helped stimulate the 
interest in wide, watery spaces by making available all 
sorts of pictures for such editorial presentation. The 
public is at last water-minded. The trite argument is 
heard in every ship-yard, “If the auto highways are 
crowded, why not the freedom of the seas?” So far 
so good. 

The sale of outboard motors, cabin cruisers and all 
sorts of sailing craft will be greater this year than in the 
combined sales of the last five years. Naturally no one 
pictures the peril of the sea with an amateur at the helm 
of the fabricated floating kitchens and bedrooms. The 
customer finds that out for himself. One perilous expe- 
rience usually puts in the market a second-hand craft. 
But that’s neither here nor there. 

This industry has built up its public demand by: the 
subtle use of photographs, selling an idea first, and the 
floating craft second. Aside from the fact that there is 
a fashion value in going to sea in everything from caps 
to special footwear, there is another lesson to be learned. 

There is a need for 
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last week. It was the Mass Merchandising Conference 
under the United States Chamber of Commerce. These 
men came “out from behind the walls of their own busi- 
ness and industries and looked at general business with 
common interest and common problems, for the ‘study 
of common duties to each other and to the public.” 

At the Mass Merchandising meeting every form of 
distribution was represented by business men there. To 
help them all speak on a common ground, one keen re- 
tail economist suggested correct terminology. For 
example: a store keeper, a retailer and a merchant are 
not all the same. Each represents a step in distribution. 

An example was given of the survey made of eleven 
cities by the Department of Commerce employees, when 
it was discovered that out of eighty-four thousand inde- 
pendent dealers engaged in business in these eleven cities, 
twenty-eight did less than five thousand dollars’ worth of 
business per year. Breaking this sum down into an 
average, it meant $39 in sales per store, per week, out 
of which the average profit was less than $8. That 
group warranted no other title than “store keeper.” 

Pretty close to the same terminology was the 14 per 
cent in the next class doing a business between $5,000 
and $10,000 per year. The average in this division was 
$78 in sales per week, and a net income of but $16. Now 
the question was asked whether these stores can be really 
classed as independent or “dependent” dealers ? 

To clarify the terminology, store keepers were 
classified as merely space occupiers and rapidly on 
the way out. Retailers were classified as being but a 

step ahead, and subject 





more pictures of shoes 
and accessories in the 
daily newspapers. Per- 


to the same danger, 
while the true title of 
merchant is applicable 
only to him who uses 


haps legs are no longer 
a novelty, but fashion in 
footwear is, and always 
will be, of high interest. 
Do your part to encour- 
age local papers to use 
international, _ national 
and local close-ups of 
smart shoes. 

The value of this pub- 
licity is without measure. 
It is a true ally to getting 
more shoes sold in the 
great summer period just 
ahead. 


Terminology 


E of the greatest 
meetings on mer- 
chandising practice ever 
held was attended by 
thousands of business 
leaders in Washington 





The ‘Reason Why 


SMALLEY-TERHUNE SHOE CO. 
Wollaston, Mass. 


We have taken the Boot and Shoe Recorder 
for the last five years and have found it has 
helped. us immensely. I get the biggest “kick” 
out of the O. P. I. section. You call it Other 
People’s Ideas but to me it spells “Outstanding 
Points of Interest.” More power to O. P. I. 


(Signed) PERCY J. STEWART, Proprietor 


* * * 


The hard work which our field men have 
done in collecting the material which Mr. 
Stewart praises is bearing fruit all over the 
country. Proven ideas of practical shoe men 
are published every other week—a servi-e re- 
flecting our determination to overlook absolutely 
no source of information making for increased 
sales and profits for readers of the Boor Anp 
SHoe REcorper. 


Zot BT eb 
President. 








organized knowledge in 
the conduct of his busi- 
ness. His right to make 
a living is dependent 
upon how well he fills 
a need. 

The merchant is seek- 
ing better ways to do 
things. He finds it no 
disgrace to pattern after 
something else, so that 
he too can produce a 
buying power operative 
in-his store, to his profit 
and prestige. 

These fundamental 
factors were given wide- 
spread definition before 
the battle of mass pro- 
duction staged in Wash- 
ington. Unfortunately 
that battle had too much 
in it of conflict and ani- 
mosity. 















































HE great season of sports is here. 
u tempest outdoors. The storm has been mak- 


ing up for months at all the fashionable watering 


lest it catch you unawares. 


are about to descend upon you 
for shoes that are not to be 
classed as ordinary footwear 
—SPORT SHOES. Here 
are a few of the headlines 
mentioned : 

“Sport Shoes that MAKE 
You ‘Belong’.” 

“Think of Your Favorite 
Sport! We’ve Got the. Shoe 
for It.” 

“You Won’t Try to ‘Get 
Along’ When You ‘Try On’ 
These Styles.” 

“They Look Cool Because 
They ARE Cool.” 

“For Times When You 
Must Look Your Smartest 
This Summer.” 

“SHOES - SHOES - 
SHOES! Summer_fun and 
freedom glowing in every re- 
flection from their polished 
surfaces.” 

“You Can Pay More, BUT! 
You Can’t Get More Than 
Our Summer Special Sport 
Shoes Will Give You In Fun, 
Fit and Fashion.” ~ 

“You Can Have Several 
Types of. Shoes—Pick from 
Our Special Sport Selections.” 


places of the world; it has all the intensity of those 
southern blows which sweep all before them. Beware 


with the heavy hammer of advertising. It’s the only way. 
Take the following headlines for ads. 
them the reality of shoe illustrations which match their 
vigor, and you'll capture the imagination of those who 
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New Style Ads to Sell | 
Sport Shoes 3 


Use These Ideas to Make a Profitable Presentation Now $ 


That the Season Is Wide Open 


By W. A. CONNELL 


Weave into 


what you are doing.) 





Zan UZ 
kK—_ 


SHOES SPECIALLY 
SELECTED FOR 
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YOUR NAME HERE 


TAWN 





STREET 











This advertisement concentrates on golf shoes— 
two for men and two for women. While the little 
sketch at the top gives it attractiveness, the layout 
could be used without it and with good effect 
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It rages like “Fore! We Mean 4 PAIRS!!! For Golf, Tennis, se 
Walking, Spectatoring.” co 
“Wham!!! Cra-a-aack!!! Swish!!! Pi-i-i-nng!!!— va 
the Air’s Filled With the Sounds of Sport.” be 
“Feel Like Sitting Down or Keeping UP—It’s All In ea 
Batten down your hatches Your Shoes.” 


“Take ‘em Off!!!—Those Dull, Heavy Shoes, We 
Mean—AND Put On These Lively Colorful Ones.” fo 
“Extra Hazards!—(wearing shoes not fitted for 


“LOVE!!! You Can’t s 
HELP But Love These Sport 
Shoes.” 

“Sports Clothes Crowd the 
Stores—-This Town’s Gone 
Wild On the Great Outdoors.” 

“Join the Gay Crowd— 
You'll Set Your Heart on 
These Sports Styles.” 

“The Smarter the Sports 
Frock—the Better Must Be 
the Shoes (fashion note).” 

“Boo-o-0-00-00!! Ever Fee! 
Like That When a Bad Pla, 
Is Made? The Wrong Shoe- 
for Outdoors Make Everyon: 
Feel Like Bcsing.” 

“Two Piece Sports Frock- 
Two-tone Sport Shoes. -\ 
Clever Combination.” 

“White— Whiter— Whites’. 
Sport Shoes.” 

“With White Linen Frock; 
Wear These White Canva; 
Shoes.” 

There’s a “zip” to such hea: 
lines that’s quite in keepin L 
with the “sports feeling” that - 
in the air during summer-tim . 5 

The merchant may doff h = 
conventional business cap 
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this time of year. The wearer of his shoes is in a dif- 
ferent mood than usual. It’s time to get sparkle into 
advertising. 

Pictures of bathing beauties—pictures of nearby re- 
sorts—the records of local athletes—the schedule of LEAD TO 
vames to be played in one’s immediate neighborhood, BLANKS 
and news items of what are worn at garden parties all for 
inake material for sales methods during this time of 
vear. Turn the store into a “sport paradise.” Make 
them feel that sport, spelled with a capital letter is the 
only thing. 

If one cannot expect his public to do much heavy read- 
ing at this time of year it is all the more reason for 
making headlines and illustration just sparkle with 
imagination. Let he who runs read. 

In the advertisement layouts pictured here the mer- 
chant will find illustrative effects which may be used 
several times, each layout insofar as the illustration is 
concerned serving for two, three or more showings of 
various types of shoes. Pick your headlines from the 
beginning of this article and use a different one with 
each layout. 























Advertisement Layout “A” YOUR NAME HERE 


In this layout there would be shown two shoes each 
for men and for women. Golf shoes are shown and the STREET — TOWN 


explanatory copy might run as follows for this type of 
advertisement : 











Many stores find it to their advantage to refer fre- 

quently to their location and the advantages it gives 

to the store's customers. No better way has ever 
been devised than the map 





“These shoes are smart enough to wear to a club- 
house reception in the afternoon—and, they’re tough 
enough to stand the hardest playing. What’s more 
they’re built according to a professional’s ideas as to 
what is necessary in a golf shoe. They’re all-star golf 
shoes in each little particular. And if there’s anyone 
more particular than a golf player, then we’ve made a 
mistake in devoting all our energies to searching out 
the best there is in such a shoe.” 


¢ ! 
RULES AT BLANKS 
here are afew 
of his Favorite 
Subjects Z 


Advertisement Layout “B” 


In this layout one has the benefit of “locating” one’s 
store. There are many strangers in town at this time of 
year. One ought to consider them in advertising. If 
merchants devote their packages to diagrams showing 
the location of their store, as many do, it ought to be 
well worth while considering in the advertising. So fol- 
low the ideas shown in this layout, and to make the 
store tie up with the newspaper work have a “Sport 
Your ante Here Shoe Avenue” in the store itself. Set up a flat counter 

oTeexT we wipe about a foot and a half wide and run it around the 
store into corners and around cases. Label it “Sports 

Shoe Avenue” and put the prices of each little grouping 
The three layouts appearing on these pages empha- of shoes on a cut-out sign made in the form of a street 


size the Sport Shoe Season. Concentrate on special ; 
types of shoes to get the full weight of newspaper, marker. Devote the store to SPORT—for sport, is 


direct mail and personal selling on one idea King. 
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(The customer, a young woman, comes into the store and 
pauses a short distance inside the entrance to await the approach 
of the alert salesman who has noticed her arrival and started 
forward to meet her. He observes that she is dressed with care 
in a frock of current fashion tending a little to the conservative 
in design. He sees a girl probably in her early twenties, he 
thinks, with bright, intelligent face. First from her appearance 
and manner, then from her speech, he sizes her up as a, student 
in the university, not yet altogether familiar with the city, and 
somehow suggesting the quiet, retiring, perhaps sensitive type 
of personality. This brief and almost instantaneous character 
analysis, supported by a continued sizing-up which verifies the 
first impression, determines his procedure both in conversation 
and method.) 


SaLesMAN—Good morning! What may I show you 


today ? 

Customer—Low shoes, please. 

SALESMAN—Will you step this way, please? (Leads 
customer to a seat facing the rear of the store where 
she can be a little more secluded than in the seats facing 
the entrance. He sits down on the fitting stool and most 
matter-of-factly removes her right shoe, taking but a 
moment to note its size and the marks of wear. He 
does not overlook the fact that this girl, unlike most 
customers, keeps silent instead of taking advantage of 
these moments to tell him something about what she 
wants to see. He knows that he must get her to say 
something.) Have you some particular style in mind— 
any preference as to pattern or material or color? 

CustomMEer—lI’m afraid I am not sure just what I do 
want. (At the beginning her part in the conversation is 
brief and restrained. Hers is a diffident or reserved, if 
not a timid nature. It will require a little time for the 
salesman to win her confidence and get her to overcome 
her hesitancy and ask bravely for what she wants.) 
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She Responds To Quiet Def- 

erence — Show Her More 

Than She Asks to See and 
She Will Buy Eventually 


SALESMAN—Then the best thing for 
me to do is to make certain that you have 
an opportunity this morning to see what 
there is in our stock. I hope you will en- 
joy making a selection from our collec- 
tion of spring styles. It is quite an ad- 
venturous experience to choose the one 
model which is most pleasing of all the 
beautiful effects we are showing this sea- 
son. I want to bring you first two or 
three of the very newest of them all so 
you can see what we believe is good, cor 
rect style. And, perhaps, you’ll find they will at least 
suggest to you something you will like to wear yourself. 

(Spends a few moments in picking out three shoes 
to show. Returns and presents them to her with a 
word of comment about each.) Brown is very good 
this season. This brown kid novelty tie is a desired 
shade and different in that the silk laces pass through 
twin sets of slashes on the instep instead of lacing 
through eyelets. Some women are never without a 
patent leather pump. Here the impression of class is 
secured with a cut-steel ornament resting on the tiny 
tongue. Most straps are narrow this spring. How do 
you like this narrow-strap design in gray ooze calfskin 
with a dark blue kid trim? Not every season approves 
a blue and gray combination. 

CusTOMER—They are all beautiful. 

SaLEsMAN—Aren’t they! (Speaks pleasantly in low 
tones, maintaining a courteous and dignified attitude 
and a manner friendly but not in the least verging on 
the familiar.) I'll try them on. Then you can see how 
they will look on the foot and I shall be sure of the size. 

A fellow-salesman, at this point, leans over his shou!- 
der and says in a low tone, “There is a telephone call 
for you, Jack.” The little tinge of color creeping into 
the customer’s cheeks and her almost involuntary move- 
ment to withdraw her foot from the fitting stool are 
noted by the salesman who turns and replies: 

“I’m very busy, Tom, and cannot be interrupted j:ist 
now. I wonder if you would take the telephone nu1- 
ber for me and say that I will call up in a few minutes 
when I am at liberty.” 

Then he goes on with his fitting. 
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iffident fyeserved Yensitive 


USTOMER 


Sixth of a Series 
BY O. K. JOHNSON 


A few moments later, when another customer enters 
and calls for him, the salesman speaks to her and ex- 
cuses himself, asking her to wait a bit so that he can 
give attention exclusively to his first customer. 

CusTOMER—(Only slightly delayed by these interrup- 
tions, she has seen all three styles tried on—the tie, the 
strap slipper and the patent pump last.) They are pretty, 
surely. (But the expression on her face indicates that 


she does not see in them anything that will quite satisfy. 
She looks musingly at the pump on her foot, leans for- 
ward and speaks confidingly.) I am quite sure I do not 
want patent leather. 


But I rather like a tongue pattern. 

I do not care for the metal ornament. Yet I do not 

want anything too plain. I wonder if you have—I was 

really wondering if I might find a pump with a not very 

large tongue ornamented with a second shade of leather 

in some sort of simple design. Have you anything of 

that sort? I’m not particular about the exact color if 

it will only go well with a brown spring costume. 
SALESMAN—(Recognizes that 

this is the turning point in the en- 

tire transaction. She has begun 

to talk to him more freely. From 

this stage of the sale onward pro- 

cedure becomes clearer to him and 

she responds more easily to his ef- 

forts to serve.) Let me bring 

you a slipper which answers your 

description quite accurately, I 

think. (Excuses himself and re- 

turns with a single pump which 

he holds up in such a manner that 

she can get a good quartering view 

of the pattern; then hands to her 

for her closer examination.) This 

beige kid slipper would be exceed- 

ingly plain if it weren’t for this 

tongue covering the instep goring, 

its design elaborated and empha- 

sized by the narrow strips of the 

dark brown which trims it. The 

lines of the last are good; the heel 
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is shapely and a little above medium height ; and the two- 
tone combination is not only pleasing in appearance but 
very fashionable now, and quite suitable to wear with a 
costume in tan or any of the darker shades of brown. 
I'll slip it on and I’m sure you'll say you never saw a 
better fitting pump in your life. (Places it on her foot, 
sits back and gives her time to look at it thoroughly and 
make up her mind whether she likes it.) 

CusToMER— What is the price? 

SALESMAN—Twelve fifty. 

CusTOMER—That is really more than I expected to 
pay, but I think I'll take this pair because it just suits 
me. It seems to be exactly what I wanted. 

SALESMAN—I expect you will have a lot of pleasure 
and satisfaction in wearing this beautiful slipper. (Rises, 
steps across to the stock shelving and comes back with 
an oxford.) I am anxious that, while you are here, 
you should see this new sport oxford of ours. We think 
it is quite a striking combination—this white buckskin 

with trimming in this lively tan 
shade of Scotch grain on shield 
tip, instep saddle and back-stay. 
I could suggest nothing more fash- 
ionable in a sport shoe and white- 
and-tan combinations are appro- 
priate with all the leading colors 
in women’s costume for spring and 
summer. 

CustoMEer—I’m interested in 
tennis. When the season opens 
perhaps I’ll come back and see this 
sport oxford again. Today I feel 
that I can buy only one pair. 
Thank you for letting me see it. 

SALESMAN—(Closes_ sale by 
writing ticket, taking money, hand- 
ing customer package and change. ) 
Thank you very much. Whenever 
you want shoes again I hope you 
will come to our store. I shall 
always be glad to serve you. 

[TURN TO PAGE 45, PLEASE] 
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HE Ohio Valley Shoe Re- 
tailers Association’s first 
joint meeting with the cloth- 
ing and dry goods dealers of the 
section, held this week at the 
Deshler-Wallick Hotel, Columbus, 
Ohio, resulted in a registered atten- 
dance of about 50 shoe merchants, 
out of a total of 200 for all three 
industries. 

President Earl T. Smart of the 
shoe association presided at the 
opening joint meeting Monday 
night. 

Frank Stockdale, of the Stock- 
dale Service, Chicago, illustrated 
with charts three merchandising 


and a shoe store, to prove to the 
merchants the value of studying 
business, first, to get the facts, then 
to formulate a plan or budget, and 
next to carry through the plan. 

“Retailing today,” he said, “is a 
war against waste rather than 
against a change in conditions in 
order tO make profits possible; 


BOOT 


“Profit” ‘Talks Given Ohio Men 


Fear of (hain Store Composition Unfounded, 
Say Speakers at Ohio Valley Joint 


audits of a clothing, a dry-goods 


(Convention at (Columbus 


‘““OUCCESS in the shoe 

business depends upon 
having enough nerve to make 
a profit. You must have some 
common sense, and, of course, 
some business sense to be in 
the shoe business, but the chap 
who runs his business intell1- 
gently and who renders a 
courteous service has no com- 
plaint to make if he makes 
the public pay the price 
which such service demands. 
Chain and basement stores 
and departments are just as 
numerous in my town as in 
others, but they don’t worry 
me. We have some reputa- 
tion for good shoes and good 
service. We get up early, 
mentally, at least, and we do 
get a price that yields a profit 
on the shoes-sold and the ser- 


vice rendered.” —Seaton Alex- 


ander of Wheeling, before 
the Ohio Valley Convention. 
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deflate and control expenses. The 
fact that a man with a small capi- 
tal can borrow more money and go 
into busiriess does not of itself prove 
his right to stay in business, for, 
except as we justify ourselves in 
service to the public, we have no lien 
upon the public’s confidence. 

“In my opinion, the niistake made 
by many independent retailers is in 
trying to meet chain store competi- 
tion with prices. Chain stores must, 
of necessity, take a middle of the 
road position on certain items of 
merchandise which lend themselves 
to a quick turn-over, and since no 
type of store can hope to do all the 
business, the independent retailer 
should pick his own time and place 
to give battle to chain store com- 
petition. — 

“Successful store operation de- 
pends upon the control of expense, 
and the control of inventory lies in 
the buying end of the business.” 

A better net profit and how to get 
it was shown by J. R. Ozanne, now 
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therefore the business of your store must operate on 
facts, not guessing.” 

Tuesday afternoon’s joint session had for its headliner 
Lew Hahn, president of the recently organized Hahn 
Department Stores, and former managing director of 
the National Retail Dry Goods Association. 

Speaking on the subject, “The Retailer’s Future in 
View of Combinations and Mergers,” he said no inde- 
pendent retailer need worry about the combinations that 
are taking place if he is on the job and studying his 
public. 

“No man,” he declared, “has a lien on the future, 
therefore the independent retailer has as good a chance 
to succeed in the future as have the mergers. During 
the war business came easy, with resultant higher ex- 
penses that are now difficult to reduce without hurting 
efficiency, and as business has become more competitive 
and harder to get or hold, we find the inclination of 
human nature coming into play with the resulting trend 
toward mergers and consolidation, which do help to 





with Amos Parrish & Company, New York, but form 
erly promotion manager for Carson, Pirie, Scott & Com- 
pany, Chicago. Better net profits, he explained, depend 
upon the enthusiasm in studying and seeking out the 
little things that make or mar effective store operation. 
Knowledge of fashion trends and of expense and in- 
ventory control, he said, are important, but can be 
nullified in store operation by not seeing to it that the 
store atmosphere creates good impressions on the public 
or the salespeople are not properly trained either in 
manners or the juicy facts about the store’s merchandis«. 

“The balls and chains on getting a better net profit.” 
he declared, “consist of lazy stock, fashion ignorance, 
lack of buying control, sick departments, too many price 
lines, weak kneed advertising, lack of selling trainin. 
and an assumption that you are an exception to the rue 
and in shunning new ideas. 

“You must plan ahead or go behind, and you mvt 
get up early mentally and work with enthusiasm © 
deserve and earn a better net profit.” 
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Evening Shoe Colors for Fall 


First Attempt to Simplify Color Selection 


NE of the outstanding demonstrations at the 

Joint Styles Conference of the allied industries, 

held at the Hotel Astor, May 8, was the presenta- 
tion in a three-yard piece of each of the evening shoe 
colors. They were grouped on a color runway as spots 
of color, and were illustrated and explained by Madame 
Hamilton Jeffries, Fashion Editor of the Boor anp 
SHoE Recorper. She took each color, gave it its 
Textile Color Card name and explained its possibilities 
in evening footwear for Fall. - 

The shades were selected by Mrs. Margaret Hayden 
Rorke of the Textile Color Card Association, but due to 
her absence abroad, the visible presentation of the dis- 
play was made by Madame Hamilton. Jeffries. 

These colors have been carefully chosen to match or 
contrast with the smartest shades in evening gowns, and 
will be widely promoted for Fall and Winter by the 
Allied Shoe and Leather Industries. . 


Prominent among these evening shoe colors are three 
bright jewel tones, Persian Turquoise, Jade Green and 
Venetian Coral. These are smart; not only matching the 
costume but also as a contrast to the evening gown in a 
pale “off-white” tone. 


S ositena d’OR, as its name suggests, is a yellow with a 
golden tinge. Bleu Celeste is a soft sky blue, and 
Rose of France is the pink of the flower of that name. 

Banana Heart is a soft pinkish cream tone, while 
Homard is an animated, light red. 

Violeta is the tone of Spanish violets, and Blue 
Violet, as suggested by its name, is a soft shade in the 
pervenche family, but with a more decided violet cast. 

Pale Capucine, Golden Capucine, Brilliant Capucine 
and Grande Chartreuse are expected to repeat their 
vogue of this Summer in‘evening slippers for Fall and 
Winter. 
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How to Handle the Diffident, Reserved, 


Sensitive eS ustomer 


[CONTINUED FORM PAGE 43] 


Tue Store’s EpucaTionaL Director Says: 

Covering the case of the diffident and reserved cus- 
tomer, the chief rule for the salesman is—Be a gentle- 
man, and act the part. Exemplify the characteristics of 
gentlemanliness. 

Nothing succeeds like courtesy and thoughtfulness. 
The type is not at all difficult to handle. The sales- 
man’s qualities of patience and endurance are not put 
to the test. He is called upon to be gentle and sym- 
pathetic, to try to think along with the customer, to strive 
to be helpful in discovering and defining the customer’s 
need and finding and presenting merchandise to meet 
that need. 

Because the customer is sensitive to harshness and 
embarrassment of every sort, the salesman will speak 
in low and pleasant tones, be quiet and dignified, not 
forward and familiar, show marked deference to every- 


thing the customer says, make the customer feel his 


readiness and willingness to render intelligent interested 
service. He will maintain an attitude of constant at- 


tentiveness, avoiding all talk with other salespeople and 
not permitting interruptions by other customers, in order 
to make his service individual, exclusive and unlimited. 
Don’t do anything, or allow anything, that may make 
the customer feel conspicuous. 

In presenting merchandise, show what is asked for if 
the customer is at all definite as to what she wants. But 
show more than is asked for. Bring on plenty of shoes. 
Give important information about the footwear without 
waiting to be asked. Give her a chance to see all the new 
things. Make suggestions for her to think about. Dis- 
cuss with her the points which seem to have an interest 
for her. 

This sort of customer may be naturally bashful and 
backward, or may have an inferiority complex; may be 
just riot used to shopping or merely new to the city or 
the store; may find herself looking at merchandise out 
of her class; or may have been painfully snubbed by 
salespeople before. It may help you if you can find the 
reason for her diffidence. 











BOOT AND SHOE RECORDER 


SOOO 


DEALERS 


Proved it with PROFIT! 


VERY small money outlay establishes 

a complete Maid-Rite leather slipper 
section in your store... with 1929 styles 
for men and women, misses and children. 
Immediate delivery service from our 
complete in-stock department keeps you 











leather slipper manufacturer advertis- 
ing nationally. This constantly created 
demand sells Maid-Rite slippers 12 months 
in the year, insuring rapid turnover. 


. Maid-Rite leather slippers are made by 
.. Specialists who concentrate on putting 
* the most attractive styles and super-qual- 
ity into one product. They build good 
will, repeat business, Handsome display 
THER SU? cards, newspaper mats and special sample 
“wag exhibits for your store are available 
upon request. Start a leather slipper 
* section quickly, economically and profit- 
§ ably with Maid-Rite products. Write for 
further facts on the tested Maid-Rite 
Leather Slipper assortment. Five thou- 
a shoe dealers proved it with profits. 


/MAID-RITE 


=e CORPORATION 


U-S 35 York Street - Brooklyn, N. Y. 



































freshly stocked. Maid-Rites are nation- ¢ 
ally known and we are the only exclusive | 
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“My Only Regret Is That the Footwear Guild 
Was Not In Existence Years Ago” 


Daily they come—these enthusiastic comments—each one but 
adding to the already established fact of Footwear Guild success. 


Just a few more at random: 


SOLD ON GUILD AND ITS FOOTWEAR 


“I am not only sold on Footwear Guild, but also 
on Guild Footwear, use I went into Milwaukee 
and saw the Guild Line. I don’t know how they 
did it, but what is more important, they did do it. 
The finest, and most complete display of footwear 
that I have ever seen anywhere.” 


UP TO SAMPLE—WONDERFUL SHOES 


“‘We feel that we would not be doing our duty if we 
did not tell you how well p we are with the 
few numbers of shoes we have received from the 
Footwear Guild. They came in fine, fully up to sample 
and are wonderful shoes for the price. They are 
better in quality, and less in price than any line of 
shoes we have seen. 
member of the Footwear Guild, and wish you con- 
tinued success.” 


HAVE ANYTHING ON MARKET BEATEN 


“Just received a lot of your ladies’- Arch Sup- 
port shoes to sell at $5.00.. I want to.tell you that 
they have anything on the market beaten, so let your 
men drive hard—I know that this line is going to 
show great volume in a short time.” 


GUILD AN OVERWHELMING SUCCESS 


“I wish to convey to. you my appreciation of the 
very fine method in which you are conducting this 
proposition to the benefit of all concerned; and 
also the wonderful data and information received 
from your field man. His views, and the stock 
control methods which we have installed, are worth 
the price alone. Believe the estimable personnel 
of the Guild is bound to make the Guild an over- 
whelming success.” 


“-MAKE LONGER MARGINS POSSIBLE 


me have enly . words of praise for The Footwear 
Guild as far as my experience has gone. 

“The visit of their Efficiency Engineer and the 
Store Survey, together with 
alone worth the membership.” 


We are proud to become a. 


e stock system, is 


CONGRATULATE YOU 


“Regarding the initial showing of the Guild Foot- 
wear will say that I looked over your display 
and I want to congratulate you on the success it 
reflects.” 


SHOES SEEM TO GET BETTER AND BETTER 


“We just finished unpacking a case of Guild Foot- 
wear, and every time we get a shipment the shoes 
seem to get better and better. We have never had 
anything in the store that would equal the quality of 
this merchandise at any price.” 


THIS WILL BE THE BIGGEST THING IN 
SHOE BUSINESS 


“I have to congratulate The Footwear Guild on 
the splendid line of shoes that they are showing. 
I bought my first order of shoes last night, and 
out of my experience in shoe selling I must say that 
this will be the biggest thing in the shoe business that 
was ever started; a merchant that is a member of the 
Guild from the start is the most lucky fellow living.” 


DO A LOT FOR OUR BUSINESS 


“We are positively sold on every pair of Guild 
shoes that we have received and feel sure that this 
line is going to do a lot for our business.” 


BEST AND MOST COMPLETE LINE I EVER 
INSPECTED 


“I am happy to report that my son and Mr. 
agree with me that it is as complete a line of shoes as 
I have ever seen covering every department of a 
family shoe store. It is as nearly 100% right as I 
believe possible. I want to congratulate you from 
point of merit, quality and shoe making on having 
the best and most complete line that I have ever in- 
spected.” 


STYLING AND PRICING IMPRESSED MOST 
FAVORABLY 


“The styling and pricing of the numerous lines that 
you are showing impressed me most favorably, and | 
wish to congratulate you on all your P ts 
to date.” 





Names of the above correspondents are on file at the Foot- 
wear Guild Office and will be gladly furnished upon request. 


THE FOOTWEAR GUILD 


Incorporated 


General Offices, 10 High Street, BOSTON 


Under Management of THE SHERMAN CORPORATION, Engineers— 
With Offices in New York, Chicago, Boston, Toronto 
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A PROMINENT STYLE AUTHORITY 
oa SAID IN SUBSTANCE 


Reptilian Leathers are among the most 
important fashion factors for Fall. 


The demand for genuine skins and 
their natural scarcity has made the 
price almost prohibitive. 


However, it is possible to obtain such 
excellent reproductions that some of 
the smartest makers are now using 
them in place of genuine. Thus there 
need be no fear that the reptilian vogue 
must ‘be confined to the very few. 



















Essex 
Reptilian | 


Reproductions 


(Calfskin) 







are widely praised by the severest 
critics for 






FAITHFUL DUPLICATION OF GRAIN. 
REMARKABLE HIGH GLOSS LACQUER. 
EASY WORKABILITY IN THE FACTORY. 
BEAUTY OF THEIR COLORS. 


They Make Shoes Look Their Worth and More 
ESSEX TANNING CO. 


PEABODY, MASS. 
CREATIVE «~- CRAFTSMEN - IN - CHROME - CALFSKIN 


—~ 























Exclusive proprietors for U. S. A. of TARSO PHOTOGRAPHIC PROCESS which assures the most perfect reproduction of original 
grain and colors. 


—~* 
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Time Means Money to Merchant and 
Traveler 


(Excerpts from talk of Cart P. ORTLUND, N. S. T. A. 
Regional. Governor, and Past Secretary of Iowa State 
Travelers’ Association before the 1929 Northwestern 
Shoe Retalers’ Association Convention, Des, Moines.) 


“Pep,” Speed, Action—are the requirements of modern 
shoe business! The factory must “speed up”—the sales- 
man must “speed up”—the merchant must “speed up.” 

The shoe traveler of today is generally most fortunate 
in his contacts with the trade, but there are some excep- 
tions, which, although few, may be worthy of mention— 
namely those merchants who do not appreciate the value 
of a salesman’s time. 

The greatest courtesy, and very best cooperation, which 
a.merchant can extend to a salesman are “immediate 
consideration.” Conditions in the industry make it im- 
perative for a traveling salesman to make every moment 
count, if he would show a profit for the merchant, for 
his employer, and for himself. So much of the sales- 
man’s time is expended in reaching a given point, and in 
making the required number of calls in a given territory, 
that his actual hours of application to selling shoes are 
all too few. 

The time of intelligent application has come, both for 
the retail shoe merchant, and for the factory representa- 
tive. Immediate consideration of the traveling salesman’s 
merchandise by the retail shoe merchant, wherever pos- 
sible, will indeed simplify the present-day problem of dis- 
tribution. 

We have entered into an era that demands the very best 
that is in us. We all must be especially alert to the 
events that are taking place. We should inject into our 
relations an atmosphere of frankness and perfect under- 
standing. 

The hopes of the retail shoe merchant are ours. 





RTHUR MARTIN, for the past 

two years asociated with Wise & 
Cooper Shoe Co., and prior to that 
with the Ault-Shackford Shoe Co., 
recently joined the salesforce of The 
Crossett Shoe Co., and is now cover- 
ing Michigan, Minnesota, Wisconsin, 
Illinois and Indiana. This is Art’s 
old camping ground. For fourteen- 
and-a-half years, he represented the 
F. M. Hoyt Shoe Co. Now that he 
has gone back to his “pets”—men’s 
shoes—he feels most happy. Art’s 
headquarters are at Jackson, Mich.— 
his home-town. 


JOSEra S. A. EAMES has recently 
been appointed by The Ault-William- 
son Shoe Co. as its sales representative 
in Long Island, Greater New York, 
Westchester County, N. Y., and North- 
ern New Jersey. He succeeds the late 
James H. Renton. For the past twelve 
years, Mr. Eames has been associated 
with Morse & Rogers as salesman in 
Greater New York and in parts of 
New York State. He has also conducted 
field sales promotion work for Morse & 
Rogers. r. Eames lives at 35-15 95th 
Street, Jackson Heights, L. I. 


W. BRILL, 
¢ of Cleveland, 
who has been as- 
sociated with the 
Brown Shoe Co. 
for 25 years han- 
dling its general 
line, has resigned 
from that de- 
partment and will 
now represent the 
specialty line of 
this house, as head 
of the Cleveland 
office of the Salem 
Shoemaker 
Branch of Capital Shoemakers, Inc. 
Mr. Brill will be located at 258 A, Old 
Arcade which adjoins the Brown Shoe 
Co.’s general line headquarters. Mr. 
Brill’s new sample room is artistically 
outfitted, with a Brussels rug, two 
sides of sample shelves and a well 
equipped office at the rear. He will 
personally cover department stores, 
chain stores, and larger buyers in 
Pittsburgh, Detroit and Buffalo as well 
as throughout Ohio. Mr. Brill is well 
known in the shoe trade and has a 
host of retail friends in this section 
of the country. The veteran road man 
recently returned from a vacation in 
Cuba, Florida, and other points south. 
(vu. FT. & B 


D. W. Brill 


A‘ a recent meeting of The Iowa 
Shoe Travelers Association, the 
following officers were elected for the 
ensuing year: President, Fred Crow- 
ley, with The Central Shoe Co., St. 
Louis; Vice-President, S. Z. Sands, 
Des Moines; Secretary-Treasurer, 
J. E. and Wm. Prescott, with The 
Central Shoe Co., St. Louis. The next 
meeting of the association will be held 
the first Saturday in June, starting 
with a one o’clock luncheon at Hotel 
Fort Des Moines, the association’s 
headquarters. Insurance rates and 
other matters will come before the 
meeting. 


OBERT J. ALBRIGHT is now cov- 

ering Tennessee, Kentucky and oth- 
er southern states for the Riley Shoe 
Mfg. Co. He succeeded Foster Adams. 
Prior to going out on the road, Mr. 
Albright spent some time at the fac- 
tory, making a careful study of the 
line. He is the son of the late Harry 
A. Albright, who, for over a fifth of a 
century, represented the H. C. Godman 
Co. in the above-mentioned territory. 
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We can 


make room 
for a man like 


J. W. Scoggin 


ate ede 





J. W. SCOGGIN 
Manager at Petoskey, Mich. 
tells the story of his business career: 


Ye oee a= ram Am SM A iw 


“ After spending a year in college, specializing 
in Pharmacy, I suddenly came to the realiza- 
tion that I was not building a successful future 
for myself in the following of that work. 

“T had watched the success men were mak- 
ing with the J. C. Penney Company, and | 
decided that this was my real opportunity. 

“T came East and started in a J. C. Penney 
Company store. For this, I have never been 
regretful. It is a satisfaction to one’s self to 
help in the upbuilding of the community. Also 
to know that in so doing one is acquiring « 
financial reward that will take care of him 


Sct dt ps At ew ct LL 





Last year our salzs were 176 millions; this year our quota is 215 millions. 


during later years.” 
(Signed) J. W. Scoactn 


Today we have 1213 stores. We are opening new stores all the time. 
We need good men to train for the responsibility of managing them. 


H* HAD studied to enter work very different from 
managing a retail merchandise store. But in spite 
of the time spent learning to become a pharmacist, 
once J. W. Scoggin saw the opportunities for success in 
the J. C. Penney organization—that was the only place 
for him. 
Deliberately he gave up his college course and took 
a humble position in a flourishing Penney store. Then 
he started to work—long hours, hard jobs of every kind, 
often toiling far into the night. But he knew the reward 
was there. One after another he mastered the problems 
‘ of retail selling, of store buying, of management and 
service, and the great golden rule policy that links the 
J.C. Penney customers so loyally to J. C. Penney stores. 


Of course he succeeded. First as a salesman, next 
assistant manager and then in full charge of his own 
J. C. Penney store. Rapidly J. W. Scoggin became a 
prominent citizen in his own town. People respected 
his opinion as a man and as a merchant. He received 
a fine salary, earned a large annual share from the 
profits his own store was making and he was entitled 
to participate in the dividend-paying stock of the 
J.C. Penney Company. 


Adv. 


That is a successful record of which any young man 
could justly be mighty proud. 

How does your career look when you compare it 
with that kind of a record? A pretty high goal to aim 
for — and still there is probably no reason why you, 
too, cannot do as well. Right now in the J. C. Penney 
Company there is opportunity for a man to climb as 
fast as his ability can travel. 

Tell us your story. If you are older than 21 and 
younger than 35, if you have lived an upright and con- 
scientious life, if you have had useful experience in 
retail stores, in clothing or shoes . . . write to us now. 
Let’s get together and find out if you are the man we 
want, and if we can furnish the golden chance you need. 

x * . 
Get in touch with us now, if you feel that you are the 
kind of man we want. In a few years you may achieve 
your life’s ambition. Write to J. C. Penney Company, Inc., 
Attention Mr. J. D. Keyes, Room 1503-1, 330 West 34th 
Street, New York, N. Y.; or Attention Mr. E. M. De Moss, 
Room 1051-1, 1010 Pine Street, St. Louis, Mo.; or Atten- 
tion Mr. Wm. H. Dayton, Room 1323-13, Russ Building. 
San Francisco, California; or Attention Mr. A. M. Walters, 
1125-13, Perrine Building Oklahoma City, Oklahoma. 
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AUL BERNER, 

who represents 
the Red Cross 
Unit of the United 
States Shoe Co. in 
the Northwest, re- 
turned recently to 
headquarters at 
418 Pacific Build- 
ing, San Fran- 
cisco, and reported 
that he had booked 
a goodly amount 
of business from 
his many friend- 
customers in his 
territory. He stated that his trade 
this year had far exceeded his anticipa- 
tions and that if he can “keep up the 
good work,” 1929 will go down in his- 
tory as his banner year. 


Saul Berner 


RANK L. BARNES, who for a 

number of years was associated 
with Buford Jones, when the latter 
was vice-president of the former Thom- 
son-Crooker Shoe Co., recently became 
connected with Dunn & McCarthy, Inc., 
makers of the Enna Jettick Health 
Shoe, with which Mr. Jones is affiliated 
in an executive capacity. Mr. Barnes 
will cover Utah, Wyoming, Montana, 
and Idaho. He formerly covered Wis- 
consin and Illinois, as well as having 
had charge of the Boston office for the 
Thomson-Crooker Shoe Co. 


DWIN MURRAY, who for some 

seasons past covered the South for 
the Ault-Shackford Co., is now repre- 
senting the Excelsior Shoe Co. of 
Portsmouth, Ohio. Mr. Murray’s terri- 
tory comprises New England and New 
York State. Mr. Murray makes his 
home in Suburban Boston and is al- 
ways in close touch with his trade in 
their demands for his line of boys’ and 
men’s medium and fine welts. 


E?: WALD, who for the -past three 
years traveled Oklahoma and Ar- 
kansas for Johansen Bros. Shoe Co., has 
now taken the territory formerly cov- 
ered by the late L. N. McNatt, which 
includes all of Texas. Ed. has recent- 
ly recovered from a major operation 
which confined him to the hospital for 
two weeks but is now in his territory 
sending in “plenty of fine business,” 
according to Sales-Manager Roger E. 
Lord. Ed. was previously in the retail 
shoe business in Eldorado, Kan., and 
has a keen sense of shoe style, lasts 
and patterns. 


ETER B. SULLIVAN, who for 

many years was one of the prin- 
-_ in the Royal Shoe Co. of Ran- 
dolph, Mass., args joined the sales 
force of the Great Western Shoe Co. 
of Milwaukee, and is now covering all 
of the East, from Maine to Washing- 
ton, for this house; Mr. Sullivan will 
devote his efforts to the big buyers, 
including department stores, chain 
stores, and large individual dealers. 
He has a thorough knowledge of men’s 
shoe making and materials, and mer- 
chandising, from his over 20 years con- 
nection with the industry. His new 
line, consisting of young men’s popular 
priced numbers, is already meeting 
with a splendid reception in his terri- 
tory. Mr. Sullivan has a wonderful 
background for his new connection; he 
comes from a family of shoemakers; 





Lamb Offers $2.00 for 
Best Story 


O. W. Lamb, known to the trade 
as “Case Lot Lamb,” who sells 
popular-priced men’s shoes for the 
Bridgewater Workers’ Coopera- 
tive Association, has transferred 
his “headquarters” from 13139 
Stoepel Avenue, Detroit, to the 
Cleveland Clinic Hospital, 2045 
East Ninetieth Street, Cleveland, 
Ohio. He has sent out a unique 
postal card in this connection, 
stating that he is in the hospital 
for “three minor operations— 
nothing serious, so they claim, 
just a nice way to spend my va- 
cation. Want something to bring 
a smile and happy thoughts while 
in the house of gloom, so will 
give $2.00 in real money for the 
best Jewish, Irish or Scotch story 
you submit.” 

He thanks all for past favors, 
and asks that during his absence 
mail orders be sent on the Bridge- 
water line directly to the factory 
at Bridgewater, Mass. “Visitors 
are not allowed at hospital,” Mr. 
Lamb says. 











has worked in every department of a 
shoe factory, himself; then later, ope- 
rated for many years, the Royal Shoe 
Co.’s plant, which specialized on men’s 
welts of quality. He has always de- 
voted a major part of his time and 
attention to the study of modern men’s 
shoes distribution methods and is there- 
fore well equipped to act as merchan- 
dising counsel to his rapidly increasing 
customer-friends. 





The Pants May Fit But 
Who'll Wear the Shoes? 


Gust Piff, who sells Harshline 
shoes on Chicago’s North Side, 
“made the front page” recently 
through an experience while sell!- 
ing in Henry Heftel’s retail shoe 
store at 4637 Lincoln Avenue. 
Stick-up men entered the store, 
forced Proprietor Heftel to assist 
them in obtaining $90 from the 
cash register and then compelled 
Messrs. Heftel and Piff to remove 
and deliver their trousers to min- 
imize the danger of these careful 
gunmen being followed from the 
store. As the thieves left the 
store, they carried with them the 
Harshline samples—all lefts. 

Manager Dave Marks, in charge 
of the Chicago distribution for 
Harsh & Chapline Shoe Co., com- 
mented on the incident as follows: 
“If the demand for Harshline 
welts continues to grow as at 
present many of our customers, 
like these gunmen, will have to be 
content with fifty per cent of 
their requirements. Meanwhile, 
our morning’s mail is congested 
with advertising from clothing 
merchants extolling the advan- 
tages of suits with an extra pair 
of pants.” 








Romane ramon rs crenciiranine innesnonannneen 


BOOT AND SHOE RECORDER 


“Father calls 
him William, sister 
calls him Will, 
mother calls him 
Willie, but the 
fellers call him 
‘Bill’.” So wrote 
the late James 
Whitcomb Riley in 
a treasured compi- 
lation of verse 
called “Songs of 
Childhood.” The 
custom applies in 
Iowa where J. E. 
Wm. Prescott has 
long served the shoe trade and where 
“the fellers call him ‘Bill.’” In fact, the 
“fellers” in his adopted State have 
made “Bill” so unanimous that they 
have Prescott “doing it himself” and 
signing his letters “J. E. Bill Prescott,” 
So much for “What’s in a name?” The 
Central Shoe Co., represented in West- 
ern and Central Iowa by Mr. Prescott, 
has recently added the northwestern 
section of the “Tall Corn” State to his 
territory and the district between his 
home town of De Moines, and Dubuque 
= becomes part of his base of opera- 
ions. 


J. E. Wm. Prescott 


YW ALTER C. ROOSE recently ten- 
dered his resignation, to take 
effect June 1, or sooner, as sales man- 
ager of the J. W. Carter Company of 
Nashville, Tenn. Mr. Roose writes 
that this concern has had two of the 
best years, both from the profit and 
volume standpoint, which they have 
enjoyed in their 31 years of existence, 
and that he is going to take a little 
of that credit, as it happened during 
his two years with the house as sales 
manager. He also writes that several 
offers are under consideration by him 
and that it will not “make him mad” 
if it’s New England, where he has 
spent the greater part of his life. 


(CHARLES W. MORRILL, who sells 
the output of the Durand Shoe Co., 
to the jobbing, mail order, and big 
trade, exclusively, is now on his big 
trip of the year covering sections of 
the Middle West and South. Charlie 
has completely revolutionized his line, 
from what was formerly “just staples” 
to staples having all of the earmarks 
of novelties, including cut-outs and 
straps. Mr. Morrill is considered one of 
the big men in the trade and makes his 
headquarters at 82 Lincoln Street, 
Boston, ’twixt trips. Incidentally, Rob- 
ert Mills, one of Mr. Morrill’s “bud- 
dies,” and secretary of the Boston Shoe 
Associates, is taking care of Mr. Mor- 
rill’s office in “The Hub” while Charlie 
is on the road. 


J C. WOODWORTH, who formerly 
e represented Howard & Foster in 
the Central West, died recently. He 
was buried in St. Louis. Mr. Wood- 
worth went to Tampa, Fla., to live 
about three years ago. 


M Ake BAUMOEL has a permanent 
+ salesroom at Room 836, Jefferson 
Hotel, St. Louis, and is showing novel- 
ty shoes for women, misses and chil- 
dren at popular prices, as well as house 
slippers and Czecho-Slovakian braided 
sandals. Mr. Baumoel says that his 
“at-once” delivery is a good selling 
feature. 
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IN STOCK 
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Makers of Menthan Arch-Atd Shoes Write for Agency Proposition 
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Philadelphia Retailers Jump Into 
Summer Shoe Promotion Work 


Whites Moving; Sports 
Types Show Strong 
Early Demand 


PHILADELPHIA, PA. (UTPS)— 
Shoe buyers in department stores, 
finding themselves present at confer- 
ences devoted to outer apparel gen- 
erally, discovered that the dress 
business is resolving itself into a 
summer proposition, because the 
Spring, according to the calendar, 
departed without bringing any 
Spring weather and not much Spring 
business. Dress buyers, therefore, 
are preparing big now for the late 
Spring and early Summer business, 
counting upon doing very well with 
sheer fabrics and sheer prints espe- 
cially. 

The shoe buyers, therefore, are fol- 
lowing up already with pushing their 
Summer stocks rather earlier than 
they expected. They say that they are 
more and more following the trends 
of apparel not only in general, but 
right in the stores in which they work, 
and realize that this is a wonderful 
way to cut down some of the mark- 
downs. 

John Wanamaker is beginning to 
sell white shoes. Miss Callahan says 
here that while it is true that the white 
shoe is passe for spectator wear, yet 
they are selling perhaps more white 
than ever in sports shoes, and even 
in the semi-sports variety. 

Of the latter sort, there is one model 
which has been perennial with them 
for the past two or three years, and 
is varied once in a while in its last to 
conform to the newest styles. This is 
an oxford of two eyelets perforated 
all over the whole shoe. Now it has 
come out in white buck, and has taken 
hold immediately. It is the sort of 
shoe, it is pointed out, which a fairly 
uctive woman or girl can wear the 
whole day long, and not change until 
the evening. It can be worn to and 
from the golf links, and anywhere else 
for active sports or just for strolling, 
or would look very smart mornings on 
the boardwalk with the linen ensembles. 
The toe is cé%fortably rounded and 
the heel of medium height. 

They are selling white shoes now, 
but are prepared for the big sweep of 
business they expect a little later. 
They are showing many versions of 








the white golf shoe trimmed with snake 
or colors, and interesting little sandal 
effects in white. 

- In the Bonnwi‘ Teller shoe salons, 
Summer styles hive entered in a be- 
wildering assortinent. The minute 
their embroidered linens were dis- 
played they attracted attention, and 
they sold at once. These have small 
figures in them on grounds of tan, 
blue, pink, and the other pastel shades, 
the heaviest buying having concen- 
trated on the tan ground. They have 
silk kid heels. 

Something else new that they are 
showing is the lacey weave in the 
straw shoe to go with the lacey straw 
hats just coming out, and some new 
versions in Deauvilles, that are really 
not Deauvilles. They are really woven 
shoes in two tones, or white with a 
color, with much cutting out in the 
back. 

The maroka shoes too are interest- 
ing, for they promise to go well with 
the chiffons for the Summer, and have 
come into their own as a Summer eve- 
ning slipper as well as for formal 
afternoon wear. 





Spectator Sport Shoes 
Sell Well at Retail 


CINCINNATI, OHI0O—Sport shoes have 
come in for a nice share of spring 
sales and merchants predict good busi- 
hess on sports throughout the sum- 
mer. Spectator sports are most popu- 
lar in this class and are being featured 
for street and informal wear. Tan 
and gray elk trimmed with brown or 
white are great favorites and black 
and white kids are rated as good sellers. 

Weather conditions have been un- 
favorable and sales since the first of 
the month have dropped below early 
expectations, but merchants are con- 
fident that a favorable break in weather 
is all that is needed to stimulate sales. 
Summer-weight galoshes are being 
featured at some shops and a few of 
them are moving. 

Sandal-effects of light colors are be- 
ginning to attract attention and much 
favorable comment is being heard on 
shoes with two or three color thong- 
laced vamps. In some cases the entire 
shoe is made of thongs but usually the 
quarter is of plain kid of contrasting 
color. Tan, gray and purple linen one- 
straps with covered cuban heels are 
also being slated as good numbers. 

Black patent is a consistent mover 
and a conservative amount of business 
is being done on mat kid. 








Making Men Want Sport Shoes 


Unusually effective display has been 
achieved by the new Foot-Joy Shop, 
at No. 4 East Forty-fourth Street, 
New York City. The display window 
opens directly into the store but is di- 
vided from it by a charming piece of 
metal grille work. The floor of the 
window slants downward from the base 
of the grille to the front of the win- 
dow. At least that impression.is given 
by the artificial grass so placed as to 
prove an effective foil to the sport 
shoes placed on it. A striking feature 
of the interior display is the case of 
glass with carved wood corner posts. 
It is placed almost in the center of the 


store and cannot fail to attract atten- 
tion. 
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With monotone costumes, smart women wear contrasting shoes, and a a 
bag or hat to match the shoes. He 
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Spokane Shoe Men Go 


On Summer Schedule 


SPOKANE, WAsH. (UTPS)—Daylight 
saving, the annual friendly battle in 
Spokane, drew the solid support of 
Spokane Retail Shoe Dealers’ Associa- 
tion in the campaign for opening and 
closing the stores an hour earlier dur- 
ing May, June, July and August. 

Newspaper publicity advanced by this 
group through Bob Winston of Bob 
Winston’s Shoe Store has given Spo- 
kane a partial daylight saving program 
this year to be effective June 3 to 
September 1. 

Mr. Winston is a former newspaper 
man, having been a reporter on tne 
Spokane Daily Chronicle prior to en- 
entering the shoe business. 

The action of the Shoe Dealers’ As- 
sociation caused the Retail Trade 
Bureau of the Spokane Chamber of 
Commerce to become interested to the 
extent the organization of some 300 
Spokane retail firms have agreed to 
close their stores an hour earlier dur- 
ing the period named. 


Expand Store Facilities 


PITTSBURGH, Pa. (UTPS)—Due to a 
25 per cent increase in business at the 
Hotel Roosevelt store, the Parisian 
Booteries, Inc., here, have found it 
necessary to increase their sales ca- 
pacity and personnel commensurately. 

Display space has been added to by 
converting the space occupied by a door 
between two show windows into one 
large window. Ten new chairs have 
been added, giving thirty-four Colonial 
chairs of individual design and smaller 
interior showcases have been procured. 

; Levine and S. B. Barack, pro- 
prietors, declare that business has been 
good in the Wood Street establishment 
of the company as well, but that trade 
in the Hotel Roosevelt store, especially 
on Saturdays, has been unprecedented 
in their experience. 


Bert Wise Retiring 


CLEVELAND, OHIO (UTPS) — Bert 
Wise, proprietor of the Ralston Shop, 
1862 East Sixth Street, Cleveland, Ohio, 
is closing out his business after oper- 
ating here for 15 years. He is one of 
this city’s long standing shoe mer- 
chants and has also been in business 
in the western part of the State. 
Present plans call for a lengthy vaca- 
tion and rest. 


Warfield Sole Owner 


JACKSON, MicH. — Kinkead & War- 
field, retail shoe merchants, long estab- 
lished house at 132 Michigan Avenue, 
West, is being continued under the 
style of Ed Warfield; Mr. Warfield 
purchased the interests of Mr. Kinkead 
soon after the latter’s recent death. 


Kane, a Manager 


SEATTLE, WAsH. (UTPS)—Harry J. 
Kane has been appointed manager of 
the Allen Shoe Store, who feature the 
$7.50 shoes as their top line. They are 
also pushing Elise welts. 





An Eight-Page Advertisement 


a. 


* 


One oF LEADING SH10e 
STORES IN THE US. 


\- Avsdoles who heve 
outfitted families for 
generations have added tothew 
efficient service in their 
modernised store,inkeeping |p 
with Plasafields progress-- 
specious separate 

for mens. womens and childrens 
shoas-- gloves. hosiery and Z 
leather goods --with executive 4 





Olainfield Conrier-N ews 








To celebrate the forty-second anni- 
versary of his entrance into the retail 
shoe industry, M. C. Van Arsdale of 
Plainfield, N. J., has had his store 
completely rearranged and refitted. 
To further celebrate the same event he 
recently bought the entire eight-page 
Artgravure supplement of his local 
paper and filled it with advertisements 
of his store and the merchandise 
carried. The picture above is a re- 
production of the first page of the 
section. The first name of the firm, 
established April 9, 1887, was Doane 





and Van Arsdale. Five years later, 
Mr. Van Arsdale retired and the firm 
name was changed to Doane & Edsell. 
Four years after that, Mr. Van 
Arsdale, who had been conducting 
another store in Greenwich, Conn., re- 
turned to Plainfield and bought out the 
store with which he had originally 
been connected. The recent remodel- 
ing of his store was accomplished with- 
out interruption to business and the 
store now occupies the entire building, 
on the first floor of which it originally 
was located. 








Join C. of C. 


PROVIDENCE, R. I. 
Ground-Gripper Shoe Company and the 
Stylo Shoe Store, both of this city, have 
become members of the Providence 
Chamber of Commerce. 


Changes Store Name 


Tacoma, WasH. (UTPS) — The 
Mode-Art Shoe Store here has changed 
the name to the Novelty Shoe Shoppe. 
Mrs. Edna Brown is manager. 


(UTPS) — The | 





Lewensten Manages 
Boston 


TACOMA, WASH. (UTPS)—The Bos- 
ton Shoe Store is now under the man- 
agement of J. Lewensten. He was for- 
merly associated with the Lewis Shoe 
Company of Sacramento, Cal. 


New Buster Brown Store 


MEpForD, ORE. (UTPS)—The Buster 
Brown Shoe Store has been opened 


| here by Mr. and Mrs. Clarence Evans. 
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The Improved Good- 
year Welt Shoes. 





210 Third Street 


CHILD’S 
FEET 








FhAPpy” 


—Is more than a Slogan. 
the principle upon which the 
ACROBAT—the world’s finest 


It is 


shoe for children—was built. 


HAT the growing child may 

have healthy, happy feet, 
and grow into adult-hood free 
from the foot troubles which 
often cause ill health, has been 
the aim of the Shaft-Pierce 
Shoe Company for 36 years. 


During this period constant re- 
search and ‘experimentation 
have resulted in exclusive pat- 
ented processes of making 
children’s shoes which have 
won the approval of physi- 
cians and parents. The 
ACROBAT shoe is as natural- 
shaped as the feet children are 
born with, yet always styled in 
the latest mode. It is made 
without nails or tacks, and 


without filling between soles to 
get lumpy and cause pain. The 
insole cannot curl up or pull 
out because it is stitched to the 
middlesole. The upper is 
stitched to the outsole thus 
holding the shape and style of 
the shoe no matter how rough- 


ly used. 


This exceptional care for the 
comfort and health of chil- 
dren has made the ACROBAT 
shoe a most profitable leader 
with progressive dealers. 
There is an interesting story 
here for you and, without obli- 
gation, we will gladly send it on 


your request. 


Makers of Children’s 
Good Shoes for 36 Years. 


Also manufacturers of Balancer Shoes for Tiny Tots 
and the Clara Barton service shoe for women. 


SHAFI=-DIERCE SHOE CO. 


Faribault, Minnesota 


May 18, 1929 
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Unjust Returns Growing, 
Says This Retailer 


Is the public growing more u ajust in 
returning shoes to retailers. Here is 


one man who seems to think so. He 
wrote the following letter to a large 
= company late last month: 

on . 


On April 4 you issued a credit memo 
for 1/12 Wos. Arctics Fe This pair 
of Arctics were sold in Nov. ’28 during 
a special sale for $3.79. After the cus- 
tomer used these Arcties for practically 
four months, she returned same, claim- 
ing an adjustment for some defect. We 
offered her an allowance of three dol- 
lars, same as we received on a new pair 
and requested her to pay the difference 
of 45 cents which we maintain was the 
cost of postage and handling. She ab- 
solutely eet to bX nd Lp and would 
rather have the any: oe oe of Arc- 
ties back. From her attit she is the 
type known as a “S hooter,” one 
who will prey upon the fears of a mer- 
chant losing a customer. Today we are 
having this sort of business practised 
upon us more than ever before. For 
the slightest cause this type of cus- 
tomer will return a pair of shoes and 
capect the merchant or the manufac- 
turer to stand their footwear ex- 
penses—a practice unless stopped will 
almost ruin us. Our returns for dam- 
aged merchandise for the past three 
months have been enormous. My neigh- 
bors complain of the same thing. There- 
fore, if you can possibly return that 
pair of Arctics, please do so and our 
customer will learn that we will not be 
imposed upon and refrain from this 
sort of thing in the future. 

Just to give you an idea of what 
some people get away with: 

Siz months ago, a man walked into 
our store, I sold him a pair of shoes 
for $6.50, three months later he came 
in and bought another pair.. Three 
months later he brings back the first 
pair, claiming that the first ir of 
these shoes were very good, but the 
second pair was worthless; not ce 
ing to offend him or lose his business 
I gave him a new pair and threw the 
pair he brought back away. Yesterday 
he comes in with the second pair he 
bought claiming that this was the new 
pair I gave him in exchange for the 
pair he brought back. I asked him to 
leave those shoes and I would see what 
could be done. While discussing this 
case with a friend, we find that this 
soa party pulled the same trick on 

im. 


Pacific Northwest Meet 
PortLAND, Ore. (UTPS)—Pacific 


Northwest Shoe Retailers held their| F 


regular monthly meeting at the Mult- 
nomah Hotel. A total of 144 were 
~~ at dinner. The meeting was 
gg Be ey web for shoe salesmen. 
gements. S engel Be at ae 
“ moe au rner 
San Francisco made a very effective 
and pointed talk regarding the con- 
vention. 

Ward Brazelton, on the cail of Presi- 
dent Harbke, made some glowing re- 
marks in tribute to the memory 
Arthur C. Heald of the Stetson Shoe 
Company, who passed away recently. 


A Colorful Pair of Windows 


Speeial care is taken in trimming the windows of the Kinney store at 
11 West Bay Street, Jacksonville, Fla. A wide range of styles is dis- 
played and the accessories are colorful enough to attract the eye and 


yet not so conspicuous ds to detract from the merchandise. 


The store 


is under the management of H. T. rhe His assistants are F. M. 
st 


Taylor, cashier and PN cro see JL 
C. Arnold, in charge of men’s and boys’ shoes 


and misses’ shoes; D 


on, in charge of women’s 


and hosiery; and E. J. Pinholster, in charge of children’s and infants’ 
shoes, tennis and slippers 











Moves After 32 Years 


WATERBURY, CONN.—After having 
occupied the same location at 75 Bank 
Street for 32 years, the Jackle com- 

any, retail and wholesale shoe firm, 

as moved to a new location at 30 
Center Street. The Bank Street build- 
ing is to be torn down to make room 
for a modern office building. Although 
Center Street is a side street, the head 
of the firm, Charles A. Jackle antici- 

pates no peer! in retaining his long 
Pstablished family store trade. 


Buyer Changes 


PoRTLAND, ORE. (UTPS)—A. Y. 
(Tony) ‘Drain, formerly of Tacoma, 
Wash., has been made buyer and man- 
ager of the shoe department of Olds, 
Wortman & ~~. | in Portland. 

D. Freeman has been made buyer 
and manager of the shoe department 
of Rhodes Brothers of Tacoma. Both 
stores are under the ownership of B. 
: inger & Co. of San Fran- 
cisco. 


Reed & Grimsberg Expand 


Ore. (UTPS)—Reed & 
Grimsberg have made many improve- 
ments in their shoe emporium here. 
They also have recently taken on the 
Florsheim s) for men and “Modern 
Prophylactic” shoe for women. Both 


of | of these shoe retailers have been in 


the business and residents of this 
vicinity for the past 25 years. 





Thomson Sells Out 


BRIDGEPORT, CONN.—On May 8 
Meigs & Co. bought the lease, stock and 
fixtures of the Thomson Co., which for 
six years had operated all the women’s 
departments in the Meigs store, includ- 
ing the women’s, men’s and children’s 
shoe departments. 

The Thomson Co. has been managed 
by William R. Thomson, who also acted 
as treasurer and merchandise man- 
ager. Mr. Thomson formerly was with 
Filene’s, Boston; the Outlet Co., Provi- 
dence, and at one time was associated 
with Jay Abrams, owner of Jay’s, Bos- 
ton. He will take a rest before enter- 
ing a new field of business. 


New Douglas Store 


BROCKTON, Mass.—Retail shoe stores 
of the W. L. Douglas Shoe Co. passed 
the 125 mark with the opening of a 
new store in Omaha, of which F. L. 
Anderson, long well known to the re- 
tail trade in that city, has been named 
manager with W. C. Norris as assist- 
ant. The interior has all the most 
modern conveniences, is done in wal- 
nut with harmonizing cases and theater 
seats and a very attractive group of 
display windows. 


Jordon with Wenatchee 


WENATCHEE, WasH. (UTPS)—O. B. 
Jordon, formerly with the C. H. Baker 
Company of San Francisco, has taken 
over the shoe department of the We- 
natchee Department Store. 
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THE BEST WEAVETIE IN STOCK 


SELLERS FOR 
. IMMEDIATE 
mews =6 Ff ANDALS ) veuvery 
IN MANY BRIGHT COLOR 
ee COMBINATIONS 
ia \ At this opportune time Jeffer- 
Mt son Import Company offers 
JICO and WEAVETTE Woven 
Sandals Made in Czecho-Slo- 
vakia and France in multitudes 
of beautiful color combinations 
—to retail at $5.00 to $10.00 


—Write for price list. 








Soo SS W: \\Y 
A WOM with 
tana ek om 


BIMINI 


JEFFERSON IMPORT CO... INC. 
MARBRIDGE BLDE. WwW. Tle 
ico) 1328 BROADWAY NEW YORK ndaly 


“ARI STOCRAT. 


MADE IN AMERICA 


RIDING BOOT 














te. eee ee ee 5 SEENON AR ARN sitio 








— Ridios Boots want a best. These pe IN 
English Riding Boots are the acme of perfection in STOCK 
both cut and quality. Manfield Boots are worn by eq 
the ‘ thrusters’ with all the Hunting Packs in England. woe 
BA FOR_LADIES 


LADIES. 
BC D. —, os rc 4 Widths, A, B,C - Sizes, 3-9 
a £5. Stock No. 3001 G. M. Calf 


Stock No. 3002 Tan Calf 


MANFIE LD & SONS & $10.50 
922 Chestnut St. " 
PHILADELPHIA B BoP i piece, Te 


IN STOCK ; a eelte wee ig een Gott 


SEND FOR CATALOGUE a ‘ 
| : $13.00 


5 AOE AIS He in tA GS are aa En 


Samples 











ES ANCE Ce TR a eal Me eB als iS ta TRE Fo8 hy 
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IMPORTED SANDALS 


MADE IN CZECHO-SLOVAKIA 
ON AMERICAN LASTS WITH AMERICAN SOLES 
IN-STOCK 
for 


IMMEDIATE 
DELIVERY 











Terms 
2/10, Net 30 
Days 














BETTY 
. 5054—Beige Calf trimmed with brown 
. 5065—Beige Calf trimmed with white 
. 5066—Beige Calf trimmed with red 
. 50567—Beige Calf trimmed with green 


McKay Sewed (American Soles) 


JANE 
No. 5050—Beige Calf trimmed with brown 
Neo. 5051—Beige Calf trimmed with white 
No. 56052—Beige Calf trimmed with red 
No. 5063—Beige Calf trimmed with green 


McKay Sewed (American Soles) B 8% to ™% 
B 8% to 7% © 8 to? 
C8 toT $3.85 
$3.85 
This timely offering 


is representative of 
our service to the 
trade this season 
and every season. 


Order direct from 
this ad by letter or 
wire. 
é INA : 
No. 5040—Rose Blush Kip with Brown trimming 





No. 5045—All White Kip $2.85 


Moulded Sole 

B 38% to 8 

C 8 to 7% 
June 15th Delivery 


B. FRIEDMAN SHOE CO., Inc. 


ESTABLISHED 1880 
2 New York 


109 Reade Street_ 





NAT 


The Latest 


Reliable Leather 


ACE LPS 


A.C.LAWRENCE frau’ LEATHERY CO. 








210 South Street Dad Boston, Mass. 



















— 
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WHERE TO BUY 


Men's Shoes 


























60 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 




















M.A.PA 
CKARDCO., Makers 











<A 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co 
WHITMAN, MASS. 











NETTLETON 
Shoes of Worth 

A. B. NETTLETON CO. 
Presidens 


&. W. COOK, 
Syracuse, N. Y., U. 5. A. 
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Leather Waste 


Produces Many 
Valuable Products 





Selbys Promote New Com- 
pany with Chemist’s Aid 


PoRTSMOUTH, OHIO (UTPS)—Joseph 
Michelman, a well-known chemist and 
scientist with Homer and Roger Selby, 
officials of the Selby Shoe Co., have 
started a business, under the name of 
the Pyrrole Products Co., which bids 
fair to change the waste materials, 
especially scraps of leather from shoe 
factories into useful articles and which 
will mean a fortune to the promoters. 

This is being done in Portsmouth, 
the home of a number of large shoe 
factories. The Pyrrole Products Co., 
incorporated under the laws of Ohio 
several months ago, will soon open a 
large factory on Spring Lane, where 
the waste materials will be turned into 
pyrrole, which is one of the most use- 
ful articles in chemistry. 

Mr. Michelman, a graduate of Har- 
vard University in 1923, has been spe- 
cializing in chemistry and his experi- 
ments have been along the line of the 
utilization of leather scraps. Messrs. 
Homer and Roger Selby, reading an 
article in the Literary Digest severa! 
years ago, conceived the idea of bring- 
ing Mr. Michelman _ to Portsmouth 
where he could complete his experi- 
ments. This was done and he was estab- 
lished in a laboratory on Spring Lane. 
The various processes were perfected 
and patents both in the United States 
and many foreign countries were se- 
cured. This led to the formation of the 
Pyrrole Products Co. 

Recently Mr. Michelman has been 
working on the sales problems which 
is a part of the new venture. He has 
determined that there is a wide mar- 
ket for the products produced from 
scrap leather and it has been decided 
to enter the manufacturing business in 
earnest. 

The list of substances which Mr. 
Michelman has obtained from scrap 
leather is really surprising. By plac- 
ing the scraps in a large retort under 
high temperatures there are gases, 
liquids and solid substances obtained. 
The gas is used as a fuel. The liquids 
are of various kinds and are divided 
into oils which contain a whole family 
of chemical compounds. Chemists have 
been looking for a means of obtaining 
pyrroles cheaply and the process in- 
vented by Mr. Michelman is the answer 
to the problem. For instance, pyrrole 
is converted into iodol, a valuable anti- 
septic, which has been known since 1882. 
Iodol could never be prepared cheaply 
and has been selling for $35 per pound. 
By using the pyrroles from leather 












this substance can be manufactured at 
a reasonable figure. 

Pyrrole can also be converted into a 
substance called indol, which is used 
in the manufacture of perfumery, 
page. 4 jasmine. This substance is 
now on the market priced between $100 
and $200 per pound. By using the 
pyrroles obtained from his retort, Mr. 
Michelman can produce indol very 
much cheaper than former methods. 

The solid left in the retort can be 
used both for the manufacture of paints 
and for fertilizer. Tests of the fer- 
tilizer have been very successful and 
this is one of the uses of the residue 
after securing the gases and the oils. 


Geo. E. Keith Company 
Adds New Process Shoes 


BROCKTON, Mass.—The Geo. E. Keith 
Co. has added another product to its 
line—women’s shoes with the “stuck- 
on” sole process, thousands of pairs of 
which already have been turned out 
with complete success. When the new 

rocess was introduced, Harold C. 

eith, president of the company, im- 
mediately set experts to work experi- 
menting on the process and shoes given 
severe treatment were found to be giv- 
ing remarkable wear. At the present 
time the company is continuing its 
large production on both the turn and 
welt process lines. 

Salesmen for the company who carry 
women’s lines of shoes are on their 
way or in their respective territories 
after a week of conferences and dis- 
cussions at which President Keith of 
the company pointed out that the lin 
they carry is the most complete the 
company has ever sent out, with welt, 
turn and “stuck-on” process shoes in- 
cluded. 


Off for a Good Time 


CINCINNATI, OHIO — The Annual 
Moonlight Ride of The Cincinnati Shoe 
& Leather Club, to be held May 21, is 
to be a gala affair. According to Er- 
nie Furstenau, secretary-treasurer of 
the club, there will be plenty of enter- 
tainment aboard the steamer Island 
Queen, planned by W. N. Schafstall, 
chairman of the committee. Unique in- 
vitations in the shape of a shoe have 
been mailed to all members, urging that 
beri lay aside all cares and join the 
ride. 








H. M. Thomason Dead 


BROCKTON, MAss.—Harold M. Thom- 
ason, for many years salesman for 
several shoe concerns in the Old Colony 
district, and for the past 10 years re- 
tired, making his his home in Phila- 
delphia, died May 4, according to wird 
received by friends in this city. [le 
traveled the State of [IIlinois for 
nearly 25 years. 
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Make Lower Priced Shoes 


PoRTSMOUTH, OHIO (UTPS) — The 
Selby Shoe Co. announced May 4 that 
it had added a new line of $6 shoes to 
its regular line and also lines of $8 and 
$10 shoes to the Arch Preserver line. 
The new samples will soon be finished 
and will be sent to the traveling sales- 
men on their territories within a short 
time. With the new lines, officials of 
the company believe that they will be 
able to compete in any price field and 
that the factory will be able to proceed 
on full time and schedule. 


Immediate Delivery 
Business Is Fair 


Boston, Mass. — Orders for immedi- 
ate delivery continue to be received in 
fair volume by shoe manufacturers and 
wholesalers in this city. Shoe travel- 


ers report encouragingly from their [ 


territories the country over. Some 
traveling salesmen are showing sam- 
ples for Fall; others are at the fac- 
tories assisting in building new crea- 
tions, the result of their findings at the 
recently held style conference of the 
Allied Industries of the Shoe and 
Leather Trade, and will soon be on the 
road soliciting orders for Fall on this 
merchandise. 

It is reported that shoe manufac- 
turers are buying geninue lizard for 
Fall, as well as brown suede calf. The 
sport shoe demand continues, and 
manufacturers are reporting an in- 
creased production of footwear of this 
kind. There is unusual activity in 
women’s novelty shoes. Punched pat- 
terns are to be had in all-over effects, 
as well as punched vamps and trims. 
Three-inch heel heights are a common 
specification for these novelty shoes, 
and a number of orders have been re- 
ceived for 26/8 heels. 

Patent leather shoes, in all-over ef- 
fects, as well as in combination with 
reptiles, genuine and simulated, are 
good sellers. The sport shoe is reported 
as creating a big demand for elk and 
light colored calf leathers, as well as 
welt shoe types. Colors in kid continue 
as good sellers; white kid, after a fine 
run, is selling steadily. Black kid, and 
new colors in brown, and other new 
Fall shades, are being sampled freely. 


Moser & Ross Open Store 


ELLENSBURG, WasH. (UTPS)—J. B. 
Moser and W. H. Ross have opened a 
modern shoe store, carrying men’s, 
women’s and Shona? shoes. They 
have engaged Harry Roison, recently 
with Gardner Shoe Company, in Walla 
Walla, as manager of the shoe depart- 
ment. He was also with Eggert Shoe 
Store in Seattle for six years. 


New Toledo Store 


ToLEpO, On1I0 (UTPS)—Papers have 
been filed with the secretary of state 
chartering the Tommy Tucker Boot 
Shop, Inc., with a capital of $10,000 to 
deal in boots, shoes, hosiery and foot- 
Wear accessories of all kinds. Incorpo- 
tators of the new company are Joseph 
W. Taylor, Frank Tucker and 
Charles S. Fauster. 








Hallahan & Sons 


Discontinuing Business 


PHILADELPHIA, Pa.—Hallahan & 
Sons, leading shoe manufacturers in 
this market for a number of years, are 
discontinuing business. Walter Halla- 
han, head of the organization and Miss 
H. V. Murray, assistant treasurer, are 
retiring from active business. 

Mr. Hallahan succeeded to the presi- 
dency of the firm upon the death of his 
father, P. T. Hallahan, and Miss 
Murray, who came into the firm about 
20 years ago, had been, in recent years, 
general supervision of its management. 
The business was established in 1873 
by P. T. Hallahan, who was active until 
1900, when it was incorporated as Hal- 
lahan & Sons. In 1921 Walter Halla- 
han became president. The firm manu- 
factured welt and turn shoes in fine 
grades, and the product was sold wide- 
ly in this country and abroad. 

The house maintained offices in Los 
Angeles, Chicago and New York. Be- 
fore the war they also had European 
offices in London and in Berlin. 

Peter T. Hallahan was one of the 
founders of the Philadelphia Shoe 
Manufacturers Association, and one of 
the three men who, in 1885, framed the 
rules of the Joint Board of Arbitration 
of the Philadelphia Shoe Manufactur- 
ers and Shoe Workers Association, 
under which Philadelphia shoe manu- 
facturers have -cooperated so success- 
fully with their employees during the 
past forty-four years. 


Lynn Shows Big Gain 
In McKay Manufacture 


LYNN, Mass.—McKays make up 80 
per cent or more of Lynn’s produc- 
tion, and most of them are in popular 
grades. Lynn made, in 1927, 9,300,000 
pairs, in round numbers, and of these 
7,500,000 pairs were McKays. So says 
a’ recent government bulletin. 

Lynn increased its production from 
1925 to 1927 by $2,400,000. The bulk 
of the gain was on McKays, and most 
of the McKays went to the popular 
price stores. It is believed that the 
next. government bulletin will show 
Lynn’s production to exceed 10,000,000 
pairs, for shoes of all kinds, and more 
than 8,000,000 pairs of them McKays. 
The novelty style shoe, known as the 
light and dainty McKays, seem to sat- 
isfy the popular demand. 


Epplen Heads Spokaners 


SPOKANE, WASH. (UTPS)—Carl Ep- 
plen, head of Culbertson’s Department 
Store, has been named as president of 
the Spokane Retail Shoe Men’s Associa- 
tion; Carl Rudberg, vice-president and 
Clyde Jones, secretary-treasurer. 


More Boston Stores 


CLEVELAND, OHIO (UTPS) .—Accord- 
ing to announcement, Boston Chain 
Stores Inc. will open 7 more stores in 
the near future. They already main- 
tain 14 stores in greater Cleveland. 
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WHERE TO BUY 
Men’s Shoes 
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BION F-REYNOLDS CO™ BROCKTON MASS 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


\ \. it 





Greatest Value 
$1.65 


WM. SUMNER SMITH 
325 W. Menres, Chicage 














PARISTYLE FOOTWEAR MFG. c0., I = 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 








evANS In Stock 

Men’s and 

Women’s 
“Companion- 
ate” Slippers 
Turns only—Cata- 
log on request. 
L. B. EVANS’ SON CO. - - Wakefield. Mass. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 




































toa 
a 









































BOOT AND SHOE RECORDER 





May 18, 1929 








WHERE TO BUY 


Shoe Ornaments 


MARTRI IMPORTING CO. 


Manufacturers and Importers 


CUT STEEL BEADED 


SHOE ORNAMENTS 
245 West 34th St., New York City 





WHERE TO BUY 
Ballet Slippers 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 


Misses’ $1.20 pr. 
Child’s $1.15 pr. 


BLOG SHOE CO., INC. 
147 Duane St. 
New York, N. ¥. 














Soft Toe Ballet Slip- 
pee and all types of 
cing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 








Coast Representative: 
A. F. WINSLOW 
$159 oo Ave. 
Eagle Rock Angeles 
California 




















WHERE TO BUY 
Wooden Beach Shoes 








Wood Sole Bathing Sandals 














Hee eesereeneee 
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Merchants Order Freely 
On New Sunburn Shades 


CINCINNATI, OHIO—A local shoe 
manufacturer reports that merchants 
evidently expect a large part of their 
summer sales to be on footwear to 
match complexions, judging from the 
number of orders coming in at present 
for various sunburn shades. Some 
merchants placed rather light orders 
early in the year for summer rg on 
but it now seems to be a settled fact 
that beige, especially in the softer 
shades, will be wanted. 

Wine red is coming back into prom- 
inence and other shades of red as well 
as blue are in the limelight. Grays are 
gaining in popularity and whites con- 
tinue to get a great deal of play. One 
rage 4 has been running at capacity 
for three weeks making up white 
shoes, some plain and others trimmed. 


Orders for beige and sunburn are not | 


confined to kid and calf, but extend to 
snake as well. Seldom do these orders 
call for all-over snake but for combi- 
nations with kid or of harmonizing 
colors. 

Large shipments of sandal-effects 
and cut-outs are going out of local 
factories daily and jobbing houses 
report good business on these particu- 
lar patterns. Heel heights vary more 
than they have in years, some being 
as low as 8/8, while others go to the 
other extreme of three inches or even 
more. 





New Branch Store 


Los ANGELES, CAL.—In keeping with 
the tendency to establish branches out 
on the fast-growing high class busi- 
ness section, the Silverwood clothin 
store announces that it has lease 
quarters in the Wilkshire Tower 
Building. A complete clothing and shoe 
store will be opened in the early fall. 
This move on the part of Silverwood 
marks the third representative concern 
to establish a branch in this section 
which is from four to seven miles from 
downtown. The shoe department in 
the new store will come under the 
jurisdiction of F. O. Olsen, who now 
does the buying. 


Bell with Chisholm 


CoLumBus, OHIO (UTPS)—John C. 
Bell, who has been manager of the 
Columbus branch of the Petot Shoe 
Co., has resigned and is now identified 
with the Chisholm store at 9 South 
High Street. W. F. Heaton, formerly 
with the Wise store in Columbus be- 
fore it was discontinued several months 
ago, has assumed the management of 
the Petot Store. 


—_—— 


Goodwin in New Position 


BIRMINGHAM, ALA. (UTPS)—R. C. 
Goodwin, formerly of Milber’s shoe 
store, been appointed manager of 
the shoe department operated by the 
same company at Becker’s, 1919 Third 
Avenue, North. The department is 
featuring shoes at $3.95 and $4.95 and 
is one of the most beautiful shoe de- 
— for popular prices in the 

outh. 








More Nettleton Shops 


ATLANTA, GA. (UTPS)—The A. E. 
Nettleton Company, manufacturers of 
shoes and boots, is making a survey of 
the country with a view to locating a 
number of new branch stores. It has 
been decided to open a branch store in 
Atlanta, but the exact location has not 
yet been decided upon. 





New Styles Developed © 
for Summer and Fall 


LYNN, Mass.—New styles are in the 
making for both Summer and Fall. 
Designers are developing such inspira- 
tions as they gathered at the recent 
New York style conference. It will take 
a bit of time to tell what they will do 
with them. The shoe trade, all: along 
the line, is taking its shoes and shoe- 
making more seriously these eae. 

Town and country types look good 
for summer. The sport influence is 
stronger than ever. These town and 
country types introduce such shoes as 
the pump, or oxford, heeled as well as 
soled with leather, and uppered with 
white buck, trimmed wi tan calf. 
There are a score and more other mod- 
els, all for play shoes for grown ups. 

It also looks as if shoes were get- 
ting a little more substantial. The new 
types support, as well as adorn, the 
feet. They keep the pedal extremity in 
shape, and in health, too. The prospect 
is that there will be more of the welt 
types for fall. 

Lizards are gaining, snakes continue 
in favor, and suedes are coming along. 
Designers are combining the snakes 
and the suedes. Problems in cutting- 
room values are up. A little of this and 
a little of that leather, skillfully com- 
bined, go a long way to make style, 
and keep down the cost. 


Abe Pye Dead 


Houston, Tex.—(UTPS)—Abe Pye, 
a pioneer shoe dealer of Houston, died 
at his home May 3. Mr. Pye was 61! 
years old and had been a resident of 
Houston for 41 years. He came from 
England to Houston and engaged in 
the shoe business, owning ‘three shoe 
stores at the time of his retirement 
eight years ago. 

He is survived by his wife, a son 
and a daughter. 








Miller Succeeds Bock 


Houston, Tex. (UTPS)—M. L. 
Miller has been appointed manager of 
the Baker Shoe Store of Houston at 
Main and Prairie Streets. Mr. Miller 
has been assistant manager for the 
past 14 months. M. E. Bock, who w:s 
former manager, leaves to accept a po- 
sition at the home office in Atlanta, Ga. 





New G. and G. Shops 


Denver, Colo. (UTPS)—A G. & &. 
shoe store, the first of this chain in 
Denver, held its opening a few days 
ago. It occupies the building wh °h 
formerly was the Queen Quality shoe 
store and which has gone out of bv;i- 
ness. The shop features $5.50 shovs. 
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Home Town Products 


BALTIMORE, Mp.— During the week 
of April 22 to 27, Baltimore industries 
held Greater Baltimore Products Week, 
during which the products of the city 
were exhibited in the show windows of 
the various department stores in the 
city. The idea was to show to resi- 
dents of the city its importance as a 
manufacturing center, and also to in- 
still in Baltimoreans as much of the 





“trade at home” idea as_ possible. 
The Muskin Shoe Company ex- 
hibited its products, principally its 
Arch Fitta line, in the windows of 
Stewart & Co., department store, as 
shown in the accompanying photo- 
graph. Incidentally, orders for this 
new line of arch shoes are coming in 
| gna according to a member of the 
rm. 








Smithers Moves Store 


HELENA, Mont. (UTPS)—S. L. 
Smithers, who has been in the shoe 
business here for the past forty years, 
has again moved into new and larger 
quarters, this being the third move 
since the store was established. The 
store carries a wide range in styles of 
shoes and hosiery. 


New $5 Shoe Store 


BIRMINGHAM, ALA.— (UTPS) —A 
new store featuring men’s shoes at five 
dollars, to be known as Bud Shoe Co., 
has been opened at 202 North Twen- 
tieth Street, on “Birmingham’s shoe 
row.” The store is being operated by 
Joe Levy. 


—_———_— 


McCloy, Sole Owner 


Yakima, WasH. (UTPS)—C. W. 
McCloy has purchased the interests of 
his former partner, A. J. Gladson, and 
will now be sole owner of McCloy’s 
Bootery. He has also moved the store 
to new quarters on Yakima Avenue. 


Stambaugh New Manager 


Cotumsus, OHIO (UTPS)—E. H. 
Stambaugh is the new manager of the 
Columbus store of the G. R. Kinney 
Co., located at 536 North High Street. 
Mr. Stambaugh was previously man- 
ager of the Marion branch and took up 
his new duties May 1. 


Soll Opens Store 


THE Daties, Ore. (UTPS)—Hans 
Soll has started in business for himself 
and will feature Walk-Over and Air 
Mail shoes. 





Production Shows 


Gain in Milwaukee 


MILWAUKEE, Wis. (UTPS) — Shoe 
production is on an upward trend .in 
Milwaukee, one new factory being in 
operation with other companies in- 
creasing their output. This in contrast 
to a dull market most of last year. 

The Simplex Shoe Co. is turning out 
more than 5000 pairs a day with its 
employment force at more than 650. 
Chas. Pfeiffer, former superintendent 
of the Weyenberg Shoe Co., is now 
assistant superintendent of the Sim- 
plex Co. Patrick Hamilton is now in 
charge of the packing and treeing de- 
partments of the company. 

At the Walter Booth Shoe Co., pro- 
duction is at around 3600 pairs a day 
or 600 more than last year. 


New Cleveland Firm 


CLEVELAND, OHIO (UTPS)—Papers 
have been filed with the Secretary of 
State chartering the Parisian Bootery 
with a capital of $20,000, to deal in 
boots, shoes, hosiery and footwear ac- 
cessories. Incorporators are S. B. 
Levine, R. R. Shaver and H. L. Wol- 
paw.—J. W. Lehman. 


Hinds with Williams 


BIRMINGHAM, ALA. (UTPS) — Ted 
Hinds, of Nashville, Tenn., has been 
appointed manager of the shoe depart- 
ment at the New Williams, 1911 Third 
Avenue, North. 


New Ogg Bros. Store 


MissouLa, Mont. (UTPS)—The Ogg 
Brothers Shoe Store has opened here 
— a full line of men’s and women’s 
shoes. 


WHERE TO BUY 


Women’s Novelties 





im Stock $3 te $5 Sellers 














BOND SHOE COMPANY 132 Duane St., New York 





ite nial 


WHERE TO BUY 
Children’s Shoes 


OE A A OS 





A GOOD BUY AT 70c. 
Full Chrome Pat. One Strap, 
McKay, one lift heel, cushio 
innersole. Sizes 4-8 

12 or 36 pair cases 
Price $8.78, 6% i 
T. F. CORCORAN 


460-462 Union 8t.— 
Lyse, Mass. 











Approved by Medical Men 


4s a fully ventilated shoe 
the Burkley Ventilated 
Foot Developer is unez- 
celled. Well known sur- 
geens recommend its use. 
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WHERE TO BUY 


Store Fixtures 
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WHERE TO BUY 


Dancing Taps 











CLOG DANCING 


TAPS 


Made of special aluminum metal so as to give 
the desired ring. Hasily attached. 


PRICE 20c Per Pair 


BROOKS SHOE MFG. CO. 
1725 No. 6th St., Philadelphia 
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WHERE TO BUY 
Slipper Supplies 











FEATHERS 


BOUDOIR SLIPPERS 
OSTRICH and MARABOU 
TRIMMINGS 
Samples and quotations given promptly 
COLUMBIA MARABOU CO., Inc. 
45 East 20th St. New York City 
Telephone Algonquin 6722-6723 














Emerson’s New Louisville 


Store Is Modernistic 


LouIsvILLE, Ky. (UTPS)—The Em- 
erson Shoe Co. opened its handsome 
new store here recently with a large 
crowd in attendance and good sales in 
spite of most inclement weather to 
hinder buying. The move was made 
to secure more space and a better lo- 
cation nearer the best retail buying 
center, according to W. H. Berry, the 
manager. 

The store, modernistic in decoration, 
is most distinctive and arresting. The 
long shallow windows are carpeted in 
soft gray cloth, which makes a most 
effective background for the shoes. The 
walls are paneled in very lightly 
finished white maple, banded with 
strips. of nickel and broken in the 
corners and at the outside edges by 
mirrors. These mirrors, the height of 
the window and about a foot wide, are 
dark blue decorated with a convention- 
al desi in black and silver. The 
short window drapes are of black and 
silver cloth, the standards to hold 
shoes are silvered and one or two silver 
vases hold metal flowers of black and 
silver. Inside, the floor is hardwood 
with strips of velvet carpet in front of 
the green leather chairs for customers. 
Along the walls are alcove show cases 
and two full length mirrors. The stock 
is carried in boxes on open shelves, and 
arranged first according to the leathers, 
then size and width. 

On the opening day, the store offered 
a pair of $1.65 women’s hose, or a $1 
pair of men’s hose with each purchase 
and these gifts ran to quite a good 
figure in spite of the downpour that 
prevented the normal crowd of shop- 

s attending. The buying on that 

y trended to = shoes for men, 

5 per cent of their 
sales are in men’s shoes. 





Caskey Made Manager 


LOUISVILLE, Ky. (UTPS)—W. H. 
Caskey, assistant manager of the 
p vanag Quality-Boot Shop for the past 
three years, has been made manager. 
Mr. Hayworth, former manager, has 
accepted a position in Terre Haute with 
Montgomery, Ward. 


Good Gain Shown 
by Brown Shoe Co. 


St. Louis, Mo.—Brown Shoe Com- 
pany ended their fiscal year April 30 
and showed a prin for the first six 
month period of approximately $250,- 
000. April shipments set a record, with 
a gain of ee $500,000 over 
last year. t was pointed out that 
prices for footwear were lower during 
the past six months than during the 
previous period and the dollar and cents 
gain is not as large as is the gain in 
pairage. 








Boston Retail Salesmen 
Elect Ass’n Officers 


Boston, Mass.—The Boston Retail 
Shoe Salesmen’s Association has elected 
officers for the ensuing year, as follows: 
President, Charles H. Reynolds, Man- 
ager of J. L. Esart’s, Boylston Street 
Store; Vice-President, William Rear- 
don, salesman at Coward’s Shoe Store; 
Secretary, Joseph Dobbins, salesman at 
Laird, Schober & Co.’s store; Treasurer, 
Robert T. Wright, salesman at Cow- 
ard’s. 

The speaker of the evening was W. 
J. Sullivan, clothing salesman at The 
Kennedy Co., Boston, who took for his 
subject—“How to Increase Your Earn- 
ings By Selling More Goods.” He said 
that personality counted as 90 per cent 
in the sale—the goods 10 per cent; that 
customer confidence was a most im- 
eae, factor; he spoke of personal 
etters from salesmen to, customers; of 
“inviting your friends to buy merchan- 
dise at the store,” where the salesman 
is employed; of ’phone calls to pros- 
pective customers about something that 
was “a special in their size.” He said 
that every customer properly sold was 
one of the best boosters for the store. 
He told of a group of workers in a 
nearby plant who had a friendly rivalry 
among themselves about being the one 
who would send the most customers to 
Salesman Sullivan at Kennedy’s. 


Mendel Named Manager 


of Fort Smith Store 


Fort SmirH, Ark. (UTPS)—Spiro 
Mendel of the Ike Kempner Brothers 
Shoe Co. at Hot Springs, Ark., has been 
named manager of the Rose Slipper 
Shop, 814 Garrison Avenue, according 
to announcement of J. M. Kempner, 
president of the Rose Slipper Shop 
Corporation and of the Ike Kempner 
& Brothers Co., who was here this 
week. 

Mendel, who has been connected with 
the Kempner company at Hot Springs 
for the last seven years, succeeds W. C. 
Bullard. Bullard will remain with the 
Fort Smith store for several weeks 
until he is assigned to another store, 
Kempner said. 











St. Louis Reports 
Improvement in 


Wholesale Trade 


St. Louis, Mo.—Business in the 
wholesale district, reflected by the gen- 
eral line houses, shows improvement, 
with a good record having been made 
for the month of April. One of the big 
houses showed a gain of approximately 
$500,000 for the month. Others en- 
joyed similar improvement in businéss. 

Shipments continue to hold well, with 
the first days of May equalling and in 
some instances slightly bettering the 
same period of a year ago. Optimism 
prevails along the whole row with re- 
ports from salesmen indicating retail 
stocks in splendid condition. 

An official of one of the largest com- 
panies announces that their outstanding 
accounts are the lowest in the history 
of their business. This, it was stated, 
reflects a healthy condition among mer- 
chants who have cashed in on their 
stock and are in excellent position to 
come into the market for Fall footwear 
in a big way. 

The style departments report white 
shoes in heavy demand with decided im- 
provement being shown over the same 
season of last year. Lido Sand is hold- 
ing splendidly and sport oxfords come 
in for special mention because of the 
strong call for this type of merchandise. 
Black satin continues to forge ahead in 
the call for footwear. Sandals are 
eagerly sought. 

A first glimpse of new Fall shoes 
indicates that popular priced footwear 
will adopt the reptile flair both in 
genuine as well as the imitation prints. 
Trimmings on vamp and quarter will 
be available in genuine reptile at popu- 
lar prices. 


Geo. Marott Appointed 
to City Utilities Post 


INDIANAPOLIS, IND.” (UTPS)—George 
J. Marott, Indianapolis shoe merchant, 
was elected as a member of the Indian- 
apolis new public utilities district, by 
Mayor Ert L. Slack, Friday, May 10, to 
complete the primary organization that 
will manage the Citizens Gas Co. when 
the city takes possession of it. 

Mayor Slack announced the selection 
of Marott to serve as a trustee for a 
three-year term, following nominations 
made by the city council and Harry O. 
Chamberlin, judge of the circuit court 

Marott was closely identified with 
the civic movement in Indianapolis in 
1904 and 1905, which led to the found- 
ing of the Citizens Gas Co. under « 
trusteeship og which contemplated 
and provided for a return of the ga 
property to the city at the end of a 
twenty-five year period. 

The period will expire Aug. 30, 1930 
Marott advanced money for openin: 
sales offices when popular subscription 
to Citizens Gas Co. stock certificate 
was undertaken, and employed twent: 
salesmen who worked among gas con- 
sumers of the city. He also engage: 
lawyers to draw contract terms an‘! 
interested civic organizations in th: 
movement to supply citizens with low 
priced gas. 
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; ELECTRIC TUBE SIGNS 
s. 
> ALL of your customers should be buying new ” f me ing 
1e shoes now. And if they aren’t, it’s probably ae yet 
m because their attention is still centered on . VANITY! 
. the color of neon 
e- Spring styles they bought months ago. So, now electric tubes with 
il you must switch that attention to something our vaised white 
new — and “‘Winston,” illustrated below, is the glass letters. Costs 
n- very mode with which to do it . . . Independ- less to erect, op- 
1g ent stylists have created many such interesting erate and main- 
ry patterns — designed to make your customers tain. 
d, aware of the fact that a new style season has 
Ha arrived. 
to A letter or a wire sent today will quickly bring 
ar a representative equipped with a complete line 
. of samples. NTIL it had de- 
z veloped really 
x. French Beige Kid, superior neon electric 
ne “WINSTON” Buckie Ons Strap. Pe, signs (built ‘complete 
he oS eae in its own plants), 
n AAA to C Widths | R oe you did not find 
re Jie Je all deairable : F lexlume’s name and mark affixed to such types 
- . ne set of display. But NOW 
ad , Ss - +! ped Revolutionary electrodes, based on a new 
in ly 


. 3 P principle, have been originated by Flexlume. 
Ss. ; ts bs fap They assure more brilliant illumination and 
much longer tube life. Maintenance too has 
been greatly simplified; tubes easily plug in; 
electric connections are automatic ; high volt- 
age wires are not touched; terminals are 
weatherproof these are features de- 
veloped by Flexlume for which patents are 
+> uy pending. They combine with the other 
3t ae , ioe ‘ -. known qualities of Flexlume construction to 








> provide lasting beauty and effectiveness. 

» . — = | Stimulate your business by individualizing its location 
~ aN f J ee ; or featuring its windows with a neon or other electric 
by f crs " & B29 } “thy sign—designed, erected and serviced by Flexlume whose 
to 4 eae , i 4 financial responsibility, guarantee on every sign, and 
at } ; 4 , * : nation-wide sales and service branches insure satisfaction. 
en ‘ Write us to submit color sketch-—no charge, or obliga- 
* a7 /, F ey, ; tion. FLEXLUME CORPORATION, 1996 Military Road, 
" EN — pe 4 : Buffalo, N. Y. 

O. : = , Sales and Service Factories at 
rt. E = i ’ , Offices in Chief Cities a Buffalo, N. Y., and 
th 4 ) - of U. S. and Can. Toronto, Can. 
as no Same" ri $ GF: 

a . pag a 4 Be i ELECTRIC DISPLAYS 

30 : ie ; : TUBE—GLASS LETTER—EXPOSED LAMP—COMBINATIONS 
ne ipescat Thoe Manufacturers 

” bes eet aanedeage Io, Bint Quir Mizroum STANDARD SHOE R A PAIR 
n- ; =D WHILE U WAI 

nd 

he 

ow 





An all neon electric tube display that all passing traffic notices 
and reads. 
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store its voice, 







SINGLE SHOW 
CARDS 







Special hand lettered 







card service member. 


WOMEN’S 


# FF 


3—Smart footwear for 







healthy in— 
MEN’S 


fea 
6—Dress 


oF 





No. 1—Mannish Boys’ 
like dad’s— 









~~ Weddings — slippers 
‘or— 
2—Smart and Colorful—semi- 


easions— 
No. 4—There is beauty in 
— keep your feet No. 


thing for summer— No 
well—it pays. Ox- 
ith that— 


N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, which better cover their merchandising program. 


TELL ’EM—and SELL ’EM! 


The merchant’s first problem is getting the prospective customer off 
the sidewalk and-into the store. 


Attractive window-messages give the 


and double the sales- 


pulling value of your window trims. them. 
Now Ready 
Beautiful June Cards 
Ivory, Orange and Blue 
BACH. CHECK 
60¢ == 
PLEASE. 


Select any subject below by number 


text of your own on card carrying 


two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 


GENERAL 
No. 8—Sport Shoes — style, cor- 
rectness, and— 
No. 9%—Efficient feet and a good 
disposition are the result— 
No. 10—Keeping 
fashions is 
11——Our Quality is our Slogan— 
No. 12—Graduation— for the com- 
mencement of life—all that 
correct— 


8 
. 13—Golf shoes— 


all oc- 
good 


fords wii HOSIERY 
CHILDREN’S No. 14—No ensemble is complete 
Shoes—just wi it flattering chiffon 





You say what your window sales mes- 
sage requirements are—and we supply 









For June 
Slippers for the Bride 
Shoes for Graduation 













Smart 
Jootwear 


jor 
AN Occasions- 








Cea €ime 
or 


€ce €Cime 














Above illustrates one of June cards— 
dainty, colorful. Sure to hold the win- 
dow-shopper’s attention to the trim. 
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Attractive 
Hand-Lettered 
Price Ticket 
Actual size, gold and 
reddish brown 
black figures—80 dif- 
ferent prices. 
69c to $17.50 
25c per dozen 
6 doz.— $1.25 























Any prices wanted 25c to $22.50—Green 
Any prices wanted 85c. to $14.00—Orange Border 





Printed Price Tickets 
All Regular and Clearance Sale. 
Border 


12 each of 6 prices 85. 
12 doz.—$1.50 
24 doz.—$2.50 

1 doz. of one price 15-. 


Cash or stamps 
with order 
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REG. U.S. PAT. OFFICE 


ORGANIZATION 


The most essential tie-up in business. 
Our ability to serve the trade with smart pat- 
terns of the original Decuortt, Santi, is due to the fact 
that we are organized for service. @As a result of our plan- 
ning and anticipating the needs of the trade for quality braided 
shoes, we are still able to fill, at once from stock, representative orders 
for Dessottt, Santah,. @ However, the calls are speeding up and some pat- 
terns are rapidly being depleted. @[The demand is soon approaching its 
peak, so do not delay. Plan your complete requirements now 
and let us serve you before it is too late. @ Remember, 


too, that, for your protection Qesumth Sandal, is the 


name of the original and that it is registered 


at the U. S. Pat. Off. 


GOLO SLIPPER COMPANY 


129 DUANE STREET NEW YORK 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 








Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 











Salesmen Wanted 


FAST SELLING STYLE BOYS’ 
calf skin shoes in stock Western 
factory, quality guaranteed, popu- 
lar prices. Straight commission, 
6%. One grip, eighteen samples. 
Fall line now ready. May be car- 
ried in connection with approved 
line of women’s or children’s shoes 
in following territories travelled 
by auto: 
NEVADA, UTAH, COLORADO, 
WYOMIN G, TENNESSEE, 
ALABAMA, VIRGINIA, DELA- 
WARE, MARYLAND and NEW 
YORK STATE (outside New 
York City). 
Give full information. Address 
B-93, care Boot & Shoe Recorder, 
189 W. Madison St., Chicago, 
Illinois. 








WANTED 


Salesmen Edmonds. Foot. Fitters. 
7 per cent straight aes 








Salesmen Wanted 


Side line salesmen. Nationally 
known manufacturer of women’s 
high grade corrective welts has 
opening for successful side line 
men in Eastern, Middle West 
and Southern States. Twenty- 
five fast moving in-s num- 
bers. Unlimited opportunity. 
Commission, seven per cent. 
State line now carrying. Ad- 
dress B-118, care Boot and Shoe 
Recorder, 189 West Madison St., 
Chicago, Illinois. 


WANTED 
Experienced Salesman 


for specialty line of men’s and boys’ 
dress Welts, retailing $3 to $6. 125 
styles in stock. Have special short line 
to sell big operators and chain stores. 
Man must have acquaintanceship in the 
territory, travel by car and willing to 
make all towns. Territories open now: 
Central Tennessee, Central New York and 
Northern Indiana. Other changes to be 
made July ist. Line pays 6% with 
weekly advance for traveling expenses 
against commission. In replying state 
lines sold last five years and give three 

reonal references. Address B-138, care 

t and Shoe Recorder, 80 Federal St., 
Boston, Mass. 

















WANTED 


A Class A shoe salesman for 
established territory in Massachu- 
setts and Connecticut. Preference 
will be given to a salesman now 
covering this section with a gen- 
eral line. 


Write Hurd Shoe Co., Inc., 
Utica, N. Y. 











Territories open: Nebraska sus : : ; 
giving full information as to lines car- 
sas, lowa, | Missouri, Arkansas, ried, amount of shipments the last two 
Oklahoma, Michigan, Ohio and years, age and at least two responsible 
Indiana. Allen Edmonds Shoe Co., references. 
Beigium, Wis. 
SALESMEN WANTED with established terri- SALSRMAR WANTED — Territory Sisk 
and Pennsylvania. lish 


erences 
first letter. 
Shee tale St. Paul, Minn. 





wm 
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OE salesmen wanted to carry as a side line 
See ae ee ane eincttons ae 


i 
E 
i 








sidered. 
Recorder, 80 , '* ass. 
DE LINE with better ladi 


line wa children’s and misses’ turn shoes. “— 
dress B-124, care Boot and Shoe Recorder, 80 


Federal St., Boston, 





ANTED—Experienced salesman for Mid- 

West be nie ag Men’s high grade shoes. 
Nunn, Bush & Weldon Shoe Co., Milwaukee, 
Wisconsin. : 





WANTED—Salesman _for Eastern Pennsyl- 
vania and Coal Regions to carry four num- 
bers of children’s shoes and oxfords carried in 
stock. Good values. Apply with references. 
Rohrer & Company, Orwigsburg, Pennsylvania. 





WANTED—Salesmen to carry as regular or 
side line, a wens al line of high grade 
shoe Dyes and ee on liberal commis- 
sion basis. Write S. & CHEMICAL CO., 
3037 Wentworth Ave., Chicago, Tit: 


Tine tine of salesmen to carry strong sell- 
a line of shoe ornaments as side line, Mix 
following in women’s novelty Lib- 
commission, excellent opportunity for_right 
pasty. Territories open: New England, South, 
Middle West. Send references and exact_terri- 








Ss 
St., New York City, N. Y 





Wanted Salesmen 


To sell to jobbers and large re- 
tailers, a line of women’s corrective 
welt shoes. AA to EEE. Address 
B-137, care Boot and Shoe Re- 
corder, 80 Federal Street, Boston, 
Mass. 








WANTED—Two live wire salesmen by 


Philadelphia Jobber, for Eastern Pennsy! 


a 


vania except Philadelphia and Western Penn 
sylvania, to carry as regular or side line 


snappy line of ladies’ novelties retailing $3.( 
to $4. Give detail 
and experience in first letter. 


care Boot and Shoe Recorder, 80 Federal St 


-00. Commission basis only. 
Address B-13 


Boston, Mass. 





} exceptional opportunity is offered liv: 


stitchdown shoes. 
Give references in first letter. 


salesmen in a number of states to carry 


side line a medium_and high grade line oi 


Commission basis onls 
Address B-13! 


care Boot and Shoe Recorder, 80 Federal St.. 
Boston, Mass. 





WANTED—A 


i teen and 


with clientele. Apply 


representative salesman {f 
New York City, Brooklyn and Long Islan 





yr 


1 
1. 


at 


Economy ates om 113 W. Broadway, New 
York City, N. 
XPERIENCED shoe salesmen with good {o!- 


Jersey and Connecticut. 


lowing to sell to the retail trade 


or New 
Address B-134, care 


Boot and Shoe Recorder, 239 W. 39th S:.. 
New York City, N. Y. 





Wa kas Experienced shoe salesman 


spouliiias on liberal strai 


brand new line popular priced sh 
ight commission ba 


SRS | 


in connection with lines they are now sellin< 
Write fully giving experience, territory cv 


ered and ty of line now selling. Addrvss 
B-139, care Boot and Shoe Recorder, 80 F: 1- 
eral St., Boston, Mass. 
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LINE WANTED 


FOR SALE 








Line Wanted 


Thorough shoe man wants line of 
shoes for Southern territory. Home 
in center of Georgia. Twenty years 
experience retailing shoes. Five 
years experience traveling. Posi- 
tively do not drink or gamble. 
Willing to work hard. Have my 
own car or can travel on train. 
Will be pleased to furnish any 
references wanted. Can give my 
former employer. Now employed 
but desire to make change by July 
ist. Address B-136, care Boot and 
Shoe Recorder,. 80 Federal St., 
Boston, Mass. 


SHOE store in town of 9000, in Texas. In- 
ventory $10,000. Teachers Normal College, 
1500 to 3000 enrollment. Stock only six 
months old. Clean merchandise, good location. 
Address B-133, care Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 








WANTED TO PURCHASE | 


WANTED— Established shoe store in Middle 
West. $10,000 to $15,000. Price must be 
right. Give full particulars. Address B-126, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 

















\WANTED—By thoroughly experienced sales- 
man who has successfully covered Central 
and Western New York for years with own line 
of children’s shoes, a real strong line women’s 
novelty shoes at popular prices. Address B-113, 
eare Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 





MAN UFACTURERS NOTICE—Want strong 
novelty factory to make shoes under my 
trade name, not costing over $2.25. To the 
manufacturer making real fast styles in ladies’ 
McKays that are clean, I have got a live wire 
proposition, if you are looking for real volume 
at no cost to you for distribution. If inter- 
ested communicate with: ROBERT STEVENS, 
Dyersburg, Tenn. 





LINE WANTED — Am at present selling 
large Independents and Chains in Texas, 
Oklahoma, Louisiana. Changing line. Self 
protection. Experienced in carrying any class 
shoe making. Have large acquaintance. Dw 
produce. Address B-129, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





ANUFACTURER®S’ line of children’s, 
misses’ and growing girls’ welts wanted 
for Greater New York. Ten years’ experience. 
Established trade, and am _ in position to 
finance myself. Address B-127, care Boot and 
Pe Recorder, 239 W. 39th St., New York, 








POSITION WANTED 


WANTED—Offce, sales—complete knowledge 
shoe game. Factory, office, sales, shoe store 
experience ladies’ novelties. Executive Boston 
factory five years buying, production, advertis- 
ing, inventory, taxes and style. Sold findings 
and ma: office. Middle West calling tan- 
neries ai factories everywhere. Wish final 
responsible position where work gets results. 
Best references, locate anywhere, available now. 
Completely equipped as buyer or routine 
worker. Address B-101, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 








German Shoe Specialist 


with many years experience, capable per- 
son, living in Berlin, wishes to repre- 
sent, in amy, a large American 
Manufacturer of ladies’ and gentlemen's 
shoes. Can furnish A-1 references. Write 
to Max Glueckauf, Berlin-Char- 
lottenburg, Lietzenseeufer 11, 
Germany. 











POSITION WANTED—Seasoned salesman of 
women’s shoes well acquainted with leading 
buyers in Wisconsin, Minnesota, Michigan, 
open for a real line. Address B-132, care Boot 
and Shoe Recorder, 189 W. Madison St., 
Chicago, Illinois. 


SITUATION WANTED— Shoe man _ with 
lifetime of experience in retail business em- 

bracing department and chain stores is open 

for a position. At present employed, as buyer 

with a chain store organization, specializing on 

Popular priced merchandise. Address B-135, 

tare Boot and Shoe Recorder, 80 Federal St., 
on, Mass. 


ETAIL shoe salesman wants position. Fif- 
teen years’ experience. recommenda- 
as to character and abilitv. Address 
B-125, care Boot and Shoe Recorder, 80 Fed- 








tral St., Boston, Mass. 


If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 


KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1443 








TO BE SURE THAT YOU RECEIVE 
THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 








HIGHEST CASH PRICES 
PAID 


fer shoe stocks, slow sellers, ete. Short term 
leases taken over. —— confidential. 
1890. 


MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 








Quick Cash Buyers 
Retail Shoe Stores—Stocks or Odds and 
Ends. Caoened leases taken over. 

hone or write. 
POSTER @ DEUTSCH 


436 Grand St. New York City 
Dry Dock 0352 














MERCHANTS’ NEEDS 





M.Oo.POLLINGER. CO. 
416 VICTORIA B ST. ‘ . 


CSTABLISHTO 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263-271 LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 


@PUMPS -WATER SYSTEMS-HAY TOOLS - DOOR NANGERS F 





MERCHANTS’ NEEDS 





No. 864-C 
This bow is a combination of Sunburn 
Kid and Lido Sand, with Amber Crystal 
Ornament. Has CLASP for ATTACHING 
to PUMP. No sewing or stapling. 
Per Dozen Pr. $7.20 
All kinds of Bows and Buckles, Cut 
Steels and Rhinestones, Rhinestone Heels, 
ete. 


Lincoli Store Supplies Co. 
1508 Washington Ave., St. Louis, Mo. 


(eer eee eee ms 
a al a a a a a a at 








YS cusnion TIRE 
ASTORE LADDERS 


Insure perfect 
shelf service for 
any line of mer- 
chandise. Deep tread 
steps, properly spaced, 
with convenient full 
length handholds on both 
sides of ladder permit 
mounting or descending 
with ease. Both hands 
free to remove or 
replace stock without 
danger of falling. 
Cushioned Tired € 
Trolley and Truck : 
Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. One style—neat of 
design—nicely finished—any height ceiling. 
: usands in use. 
Circular on me RE.MVERS & BRO.CO. 
coqeast. ASHLAND, OH10. 





























i—VINDOW 
DISPLAY FIXTURES 
4nade by 


| SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
SEND FOR CATALOG, 
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IN STOCK 
Imported English Riding, 
Field and Aviator Boots 














also 
Jodhpurs and Riding 
Accessories 









Boots made by England’s 
master craftsmen, priced to 
interest all. 






The largest stock in the 
United States enables us to 
make immediate shipments on 
all styles. 





lV rite 
for 
Catalogue. 


COLT-CROMWELL CO., Inc. 
Established 1899 


1239 Broadway New York, N. Y. 
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oa 
a Experienced aan 
: Merchants 


buy and rebuy Greeley 
Boudoirs year in and year out 
because they are the best house 
slippers made. Hand- 
turned in black and col- 


IN ored leather, rubber or 
STOCK leather heels. Ask your 
36 Pair Cases jobber—or write to us. 











A. W. GREELEY 


12 Duncan St. ~ - Haverhill, Mass. 


“wv, Boston office, 78 Lincoln Street 
ys Me. Corrina anp Mr. Carr 


















Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
80 Federal St. Boston, Mass. 































Printed Price Tickets 
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All regular and 


Clearance Sale Prices 


Any prices wanted 25¢ to $22.50—Green Border 
Any prices wanted $1.00 to $14.00—Orange Border 
6-doz. odd lot assortment 
$1.10 
12 doz.—$2.00 
24 doz.—$3.50 
12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz.—$2.50 
1 doz. of one price 15c 
Cash or stamps with order 







Merchants Service Dept. 










Boot and Shoe Recorder 
189 W. Madison St. 
Chicago 
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The BACKBONE 
of the Shoe « 


. as the spinal column sustains 
and gives firmness to the human 
frame, so too the Crawford Shank 


supports and strengthens the shoe. 
This Arch Supporting Shank em- 
bodies the combination of rigidity 
and. flexibility. It is a resilient steel 
brace built into the shoe. A truss, riv- 
eted to the under side of the shank, 
keeps it in its original curved shape. 





United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


The Crawford Nhank 


One end of the Crawford Shank @ 
is slotted and fitted around a split 

rivet so that it will slide back and \ 

forth as the weight of the body LOgKING nf 


is applied and removed from the en ELONGATED SOT 
PERMITS SLIDING 


foot, yielding just enough, under 
pressure, to accommodate the nat- 


ural flattening of the arch. When 
the foot is raised, it springs back 
into its original position. 


GAC 


O/ spss 























74 


The Boot and Shoe Recorder 


Serves in 
More Shoes Sold Right; not only “more” but “right”; sold 
pw the right moat y: sgeeoe to the right wearer, in the right fitting, for the 
right oe ee fit. WNTRAL Gc tis Grad pocBlons of tho nesail 
shoe chief purpose of of Tue Boor anp SHoe Recorper 
problem upon which depends 


the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


is oe Rein delve 0s far tite be the bude 





In this Issue— 


GREATEST SporT SHOE SEASON ..... Youth Footwear Minded........ 33 
SELLING Sport SHOES BY THE TON.. By Harry R. Terhune........... 34 
As Done by A. B. Young, Los 
Auigeles. 
New EVIDENCE DISCOVERED On Shoe Production ........... 37 
THE VOICE OF THE RECORDER ...... Opinions of the Editor......... 38 . 
ey MON AM ct cc cc ckcs: a We Ms Comell. .. ow cect eee 40 


To Sell Sport Shoes. 
How To HANDLE THE DIFFIDENT, 


RESERVED, SENSITIVE CUSTOMER.. By O. K. Johnson.............. 42 
(Sixth of a Series.) 
“Prorir” TALKS GIVEN OHIO MEN. At Joint Convention........... 44 


At Columbus. 


EVENING SHOE COLORS FOR FALL... An Attempt at Simplification... 45 


WHOo’s WHO ON THE ROAD......... By Helen M. Haney........... 49 
NEWS OF THE TRAVELERS.......... 

SHOE MERCHANT'S NEWS.......... About Retailers ..........0c00- 53 
SHOE MARKET NEWS............-. About Manufacturers ......... 62 


OTHER REGULAR FEATURES......... 











GETTING MORE 
SHOES SOLD RIGHT 


THE BOOT AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, BOSTON, Mass. 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT, Treasurer 


Vice-Presidents 
H. WALTER SCOTT 


Secretar: 

ARTHUR D. DERSON 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 





GEORGE W. R. HILL B. C. BOWEN 


P. M. FAHRENDORF 


A. C. PBARSON HucH M. Bowzn 
Owmn A. THOMAS CHARLES H. FuRBER R. L. Spwarp 
L. F. Durron 








SUBSCRIPTION RATES 
The subscription p f the Boor anp SHop Recorper is $3.00 for one year, which includes 
postage in the Uulted States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in qaveaee. Single copies 25 cents. 


A request for Gonge of address must se us at least thirty days before the date of ts: 
with which it is to take effect. Duplicate copies cannot be sent to replace those endalivered 
through failure to send advance a ° With your new ress be sure also to send us 

the old one, inclosing if possible your address label from a recent copy. 


Entered as second-class matter Sept. 19, eS Se Bee Core ey Tae, N. Y., under the act of 


ae of the Audit Bureau of Circulations 
ember, Papers, Inc. 
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BOOTS AND SHOES 


Berkshire Footwear Co., Holliston, Mass... 65 


Blog Shoe Co., New York City........... 64 





Bond Shoe Co., New York City........... 65 
Brooks Shoe Mfg. Co., Philadelphia, Pa.... 66 


Brown Shoe Co., St. Louis, Mo.......... 22-23 
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Edwards, J., & Co., Philadelphia, Pa., 
4th Cover 





Emerson Shoe Mfg. Co., Rockland, Mass... 62 





Evans Son Co., L. B., Wakefield, Mass..... 63 
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Footwear Guild, Inc., Boston, Mass........ 47 





Friedman, B., Shoe Co., New York City... 60 





Gold Seal, New York City................ 64 










Gole Slipper Co., New York City........ 





Goodrich, B. F., Rubber Co., Akron, Ohio..30-31 










Greeley, A. W., Co., Haverhill, Mass..... 





Helmholz Shoe Mfg. Co., Milwaukee, Wis... 1 


Independent Shoe Mfrs., St. Louis, Mo..... 67 





Jefferson Import Co., Inc., New York City.. 58 






Maid Rite Corp., Brooklyn, N. Y.......... 16 






Manfield & Sons, Philadelphia, Pa......... 58 






Menihan Co., The, Rochester, N. Y........ 52 







Mishawaka Rubber & Woolen Mfg. Co., 











ere 10 
Nettleton, A. E., Syracuse, N. Y.......... 62 
O’Donnell Shoe Co., St. Paul, Minn....... 58 
Packard, M. A., Co., Brockton, Mass...... 62 





Paristyle Footwear Mfg. Co., Inc., New 
BE EG fs Saccbaiteds 6a ere beds o60e- 63 
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HE personality of footwear is 

shown in the adventure shoes of 
six little kids, perhaps the most famous 
children in the world. These shoes ex- 
actly fit the personality of their youth- 
ful wearers. In fact, we are going to 
show the shoes and feet, and it is up 


to you to tell who they are. 


URTHERMORE, tap dancing is 

- quite a fad, and not so easy. It 
is a sure test of knowledge of rhythm. 
We are telling the story of dancing 
shoes in next week’s issue to increase 
the interest in more types of shoes for 


more uses. 


F Syhang system catches every mer- 
chant eye. We have as compact a 
method of operating on a budget basis 
and showing the facts daily as has 
ever appeared in the Recorper. You 
will want to make a mental note to 
give this the O. I.—Office Inspection. 
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INVISIBLE MIDDLESOLE “= 


. .. solves perfectly the cavity filler problem in rub- na 
ber soled sports shoes 


These outstanding advantages ane proved facts — must secled with 29 ~—o 
INVISIBLE =” 


convince. MIDDLESOLE 
INVISIBLE MIDDLESOLE vulcanizes the re 


W. L. Douglas Shoe Co. 


[=o 


shoe bottom firmly into one unit, eliminating curled 


edges, crawling, bunching up, air pockets and 

ueaks . . . Provides a firm even tread .. . Insulates against cold or heat 
... Adds flexibility and resiliency . . . Is damp-proof. . . Strengthens 
and holds the shape and style of the entire shoe. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Vulco Products 
STATLER BUILDING °2 zt BOSTON, MASSACHUSETTS 








